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Get Ready for Tax Time; Your Help Will Be Asked 


Traffic Men Gear 
To Fight Increase 
In Shipping Rates 


New York—The latest wave 
of freight hikes drew strong fire 
from members of the National 
Industrial Traffic League attend- 
ing their 53rd annual meeting at 
the Commodore Hotel. 

These four issues came in for 
the hottest criticism: recent sur- 
charge increases, demurrage 
charges, minimum air cargo rate 
orders, and the question of com- 
mon ownership. Although the 
members were sharply divided on 
some of the details, a plan of 
battle was agreed upon covering 
all major points. It followed 
along these lines: 

@Surcharge increases. The 
league put teeth into its machin- 
ery for fighting motor carrier sur- 

(Turn to page 38, column 2) 


Burroughs’ Russell T. Stark 


MANUFACTURING 
LOCATION 


CITY AND 
COUNTY 


Detroit 
Schaefer 
Tireman 


Detroit 
Wayne 
Michigan 


Wayne, Mich. 


75% 


Plymouth 75% 


Electro Data Div. 
(Cal.) 

Mittag Division 

Electronic Tube Div. 


Electronic Instru- 
ment Div. 


. Todd Division 
*Not available. 


Pasadena 75% 
Los Angeles 45 % 
Park Ridge, N.J. . 
Warren Township, N.J. * 
Philadelphia, Pa. None in Pa. 


International Harvester | 
Crops Up With Compact | | ~ 
Built on Truck Chasis 


Chicago—International Har- | 
vester will enter the 1961 com- 
pact truck field next March with | _ 
an all-purpose vehicle designed | 
as a “new concept” in low cost | 
transportation. 

The new entry, called Scout, 
will have an integral pickup body 
with a detachable hardtop cab 
and doors. It will also be avail-| 
able with a removable steel | 
enclosure for both passenger com- 
partment and load space. Con- 
version from enclosed passenger 
operation to open pickup is ex- 
pected to take only minutes. 

No prices have been released, | electrics. 
but an IHC spokesman hinted The Burroughs price cut, a 
the Scout would be competitive | company spokesman said, is part 
with other vehicles of a similar|of a drive to boost its share of 
type, particularly the Willys|the adding machine market at 

(Turn to page 4, column 4) (Turn to page 38, column 1) 


Rochester, N.Y. 


hades Machin Firms Widen 7am 


| New York—Buyers of adding machines can look for increasing 
variety in products and prices as manufacturers push for wider 
markets. 

This was underscored when Burroughs, jockeying for a bet- | 
ter competitive position, announced an 18% price slash on its | 


line of deluxe 10-key electric 
models and, at the same time, 
‘unveiled seven new low-cost 


NAPA Office Davaes 
Compare Ways to Save 
Boston — Applying standards 


give P.A.’s some of their biggest 
savings. 

This came through as_ the 
dominant theme of the Confer- 
ence of the Office Buyers Group 
of the National Assn. of Pur- 


P/W PANORAMA 


INVENTORIES ASSESSED 
@ % OF COST 


(City of Pasadena) 
(Los Angeles County) 


None in N.Y. 


to office equipment buying can | 


chasing Agents, held at Boston’s | 


YEAR-END THOUGHTS OF A SHARP P.A. 


“A good procurement ex- 
ecutive becomes a very im- 
portant member of the 
Central Intelligence Agen- 
cy within a company. .. . 
1! asked my Accounting 
Dept. to furnish me with 
the personal property tax 
on inventories at some of 
our locations. .. . 


ESTIMATED 
TAX RATE 


$51 per $1,000 


$41 per $1,000 
$10.40 per $1,000 
$64.18 per $1,000 


$99.60 per $1,000 
$114.70 per $1,000 


Expert's Touch Needed 
ToMasterHostof Local, 
State and Federal Laws 


New York——With year-end tax 
accounting about to begin, cor- 
porate lawyers are turning to the 
P.A. as a new source for help, 
advice, and planning. 

Many companies have been 
finding out that the P.A.’s 
knowledge of buying and inven- 
tory management can help cut 
the company tax bill. That’s be- 
cause much of the tax burden 
falls on purchases, through sales 
taxes, and inventories, through 
property taxes. 

The illustration at the left 
shows how one top purchasing 
man—Russell T. Stark of Bur- 
roughs Corp. says he is bringing 
the information on his company’s 
inventory tax situation to his fel- 
low managers. 

Other companies face similar 
big inventory and sales tax bills: 
The Lasser Tax Institute points 
out that $3.6-billion of the total 
corporate tax bill goes for sales 
taxes alone. And municipalities 
collect an estimated $1.2-billion 
on inventories. On top of this is 
the U.S. corporate income tax— 
a total of $18-billion. 

The knowledgeable P.A. can 
make a real hit in management 


one | circles if he knows how taxes 


Bivaiteeme Ingot Tag Tags Cut | | affect purchasing and inventory 


New York—Aluminum prod- | 


week. The action highlighted an 


unsettled price situation causing | 


grave concern to the industry. 
Reductions of 242¢/Ib. were 

| posted for alloy ingot series 214, 

218, and 220. Revere Copper 
(Turn to page 4, column 3) 


This Week’s 


policy—and how to save through 


| strategic buying decisions. 
|ucers reduced prices on several | ae 


series of aluminum ingots last | 


Here are the four tax areas 
that concern the purchasing man- 
ager: 


1. Inventory and _ property 
taxes are levied by local and state 
governments on the value of 
your inventory, plant and equip- 

(Turn to page 37, column 1) 


Purchasing 
Perspective ™‘ 


NOV. 28- 


PRICE OF LEADERSHIP—Almost every day some busi- 


@ Purchasing Must Have a Major Role in any standardiza- 


tion program. That's the conclusion of Atlantic Refining Co. 
after a five-year drive in this area. And Atlantic P.A.’s have 
found that they too benefit. For the story, see pages 20-21. 


@ How Do You Weigh Price Against Quality? PW’s School 
for Strategists has come up with one answer to this ticklish 
question. Turn to page 32 for the technique—and for a few 
minutes of fun with two more Operations Research puzzlers. 


@ Many P.A.’s Are Losing Out on the valuable benefits 
offered by Underwriters’ Laboratories. If, you’re not ac- 
quainted with UL, turn to page 14 for an idea of how you 
can profit from the services this nonprofit group performs. 


@ Prices in the Nonferrous Metals Group generally are weak, 
and indications are that they'll continue that way for some 
time to come. For a look at the price prospects in copper, 
aluminum, lead and zinc, see the rundown on pages 8 and 9. 


University Club on Nov. 16 and 

17. Standardization was empha- 

sized by speakers who discussed 
(Turn to page 37, column 4) 


Made in Japan 


Washington, D. C.—Three 
out of every four lights on 
American Christmas trees this 
year will bear the label “Made 
in Japan.” 

That’s the estimate of the 
Commerce Dept. which notes 
that last year Japan supplied 
61% of all such bulbs used in 
the U.S. An increase of 
27.5% is anticipated this 
year—a total of about 354- 
million bulbs. 


ness leader asserts his industry has gone just about as far as 
it can in the matter of price juggling. Beset by shrinking profits 
and ali the woes that accompany skinny margins, key indus- 
tries are actively looking for some daredevil leader to guide 
them out of their price dilemma. 

The problem has put industrial marketing experts on the 
spot. Buying and inventory policies inaugurated in 1960 give 
every indication, for the moment at least, of continuing into 
1961 as manufacturers find they are able to keep plants operat- 
ing, even at a fairly swift clip, with far lower levels of raw 
materials and components than previously. 


ANSWERS WANTED—And now that industry's procure- 
ment specialists have proved a point, the pressure is shifting 
to industrial marketing management to come up with answers to 
such questions as: 

@In 1960 did we take the easy way out by submitting to 

(Turn to page 37, column 4) 
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Rubber Decline 


eGceeeGeeeenee aU CHEWS OW OO CREED COTO OWED 


Te ee 
INT VFNAMJUASONDUYFMAMUJASON 


eee i | 1969 
This Week's C dity Pri 
Nov. 23 Nov.16 Year % Yrly 
METALS Ago Change 
Pig iron, Bessemer Pitts., gross ton..........seeee0+ 67.00 67.00 67.00 0 
Pig iron, basic valley, gross tom.............s+eee06 66.00 66.00 66.00 0 
er ss as cee abece saesbeee 80.00 80.00 80.00 0 
Steel, structural shapes, Pitts., cwt..............--- 5.50 5.50 5.50 0 
Steel, structural shapes, Los Angeles, cwt........... 6.20 6.20 6.20 0 
rr er Ola sce teeenes 5.97 5.97 $975 — J 
i. eae wees es 5.675 5.675 5.675 0 
ee SE ee ea 5.30 5.30 5.30 0 
Steel scrap, #1 heavy, del. Pitts., gross ton.......... 27.00 27.00 46.00 —41.3 
Steel scrap, #1 heavy, del. Cleve., gross ton......... 25.00 25.00 41.00 —39.0 
Steel scrap, #1 heavy, del. Chicago, gross ton........ 25.00 25.00 44.00 —43.2 
I ae nis a Nigh acn 60 4b .0 S 0:04 2. Ke 8 6 26 .26 247 + 83 
Secondary aluminum, #380 Ib.................--- 23 .23 .238 — 3.5 
Copper, electrolytic, wire bars, refinery, Ib........... .296 .296 338 . —12.4 
Copper scrap, #2, smelters price, Ib..............-- .235 233 258 — 89 
Re I ee as ss cinca cow eeadivinecce 12 12 13 — 74 
Nickel, electrolytic, producers, Ib................... .74 74 .74 0 
5 ON ROR g ane Se aa Sree 1.026 1.026 1.005 + 2.1 
Zinc, Prime West, East St. Louis, Ib................ 13 i .125 + 4.0 
FUELST 
Fuel oil #6 or Bunker C, Gulf, bbl................ 2.30 2.30 2.00 +15.0 
Fuel oil #6 or Bunker C, N.Y., barge, bbl.......... 2.62 2.62 2.37 +10.5 
Heavy fuel, PS 400, Los Angeles, rack. bbl.......... 2.05 2.05 2.15 — 4,7 
Lp-Gas, Propane, Okla., tank cars, gal.............. 045 045 05 —10.0 
Gasoline, 92 oct. reg., Chicago, tank car, gal........ -126 .126 116 + 8.6 
Gasoline, 84 oct, reg., Los Angeles, rack, gal......... 105 105 11 — 45 
Kerosene, Gulf, Cargoes, gal...............-.0000- .09 09 086 + 4.7 
Heating oil #2, Chicago, bulk, gal................ 095 095 094 + 11 
CHEMICALS 
Ammonia, anhydros, refrigeration, tanks, ton........ 94.50 94.50 88.50 + 6.8 
Benzene, petroleum, tanks, Houston, gal............ 34 34 31 + 9.7 
Caustic soda, 76% solid drums, carlots, cwt...... 4.80 4.80 4.80 0 
Coconut oil, inedible, crude, tanks, N.Y. Ib.......... .143 143 185 —22.7 
Glycerine, synthetic, tanks, Ib....................- .293 293 .293 0 
Linseed oil, raw, in drums, carlots, Ib.............. .159 159 18 —11.7 
Paenee mempmenme, (pene, ID... 2... ccs ce cece sce 185 185 165 +12.9 
Polyethylene resin, high pressure molding, cariots, Ib. . 275 275 35 —21.4 
Rosin, W.G. grade, carlots, fob N.Y. cwt............ 18.10 18.10 11.95 +51.5 
iin ca sae le bd wk cb h ces cesses 31 3l 31 0 
Soda ash, 58%, light, carlots, cwt...............05: 1.55 1.55 1.55 0 
Serene CUGe, WU OM GONE. S65. kk cds we ce cece 23.50 23.50 23.50 0 
Sulfuric acid 66° commercial, tanks, ton........... 22.35 22.35 22.35 0 
Tallow, inedible, fancy, tank cars, N.Y. Ib.......... 061 06 065 — 6.2 
Titanium dioxide, anatase, reg. carlots, Ib........... 255 255 255 0 
PAPER 
Book paper, A grade, Eng. finish, Untrimmed, carlots, 
MGR Ones sa ae Reie Vas COS CU wo ice cod Vids ccwbéc’ 17.75 17.75 17.20 i. 
Bond paper, #1 sulfite, water marked 20 Ib, car. lots, 
as een tk no a 4: or habNele SE Mok @ Kb one. Ge 0a Bd Ok 6c 8 25.20 25.20 25.20 ct 
Chipboard, del. N.Y., carlots, ton.................. 100.00 = 100.00 95.00 +84 
ae paper, std. Kraft, basis wt. 50 Ib rolls...... 9.50 9.50 9.25 + 2.7 
Gummed sealing tape, #2, 60 Ib basis, 600 ft. bundle. . 6.30 6.30 6.30 0 
Old corrugated boxes, dealers, Chicago, ton.......... 18.00 18.00 22.00 — 18.2 
BUILDING MATERIALSi 
Cement, Portland, bulk carlots, fob New Orleans, bbl. . 3.65 3.65 3.65 0 
Cement, Portland, bulk carlots, fob N.Y., bbl........ 4.20 4.20 4.18 + S§ 
Southern pine, 2x4, s4s, trucklots, fob N.Y., mftbm.. . 118.00 118.00 123.00 — 41 
as fir, 2x4, s4s, carlots, fob Chicago, mftbm.... 132.00 132.00 137.00 — 3.6 
ruce, 2x4, s4s, carlots, fob Toronto, mftbm........ 82.00 82.00 89.00 — 79 
ir plywood, 4” AD, 4x8, dealer, crid, fob mill, msf. . 68.00 68.00 68.00 0 
TEXTILES 
ERO, BOW WO ss ccs ccccccccssavaes -139 .140 102 +36.3 
Cotton middling, 1”, N.Y., Ib... 2.0.0.0... cc cee cues 323 323 32 = 4B 
Printcloth, 39”, 80x80, N.Y., Re ns ce and 6 haan 18 18 219 —17.8 
Rayon twill, 40%”, 92x62, N.Y, yd So ae ee ee 22 .22 .24 — 8.3 
I EMS a oie on di eh ecr core Veeens 1.495 1.490 1590 — 6.0 
HIDES AND RUBBER 
Hides, cow, light native, packers, Chicago, Ib........ 165 155 182 — 93 
Rubber, #1 std ribbed smoked sheets, N.Y., Ib....... 294 311 440 —33.2 


t Source: Petroleum Week } Source: Engineering News-Record 
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Price Perspective 


NOVEMBER 28-—DECEMBER 4 


RAW MATERIALS PRICES appear to be in for a period of stormy 
weather. 

Poor demand, overproduction, and competition from imports have raised 
havoc with most crude material tags. 

Extent of declines is spotlighted by Purchasing Week’s industrial materials 
price barometer. 

From a high of 97 (Jan. 1957-100) in January, this sensitive index has 
sagged to 91. 

More important, the rate of decline has been accelerating in recent wecks. 
Thus, from the end of January to the end of August (in 7 months) the net 
decline came to only 242% points. Since then (in only 3 months) the index 
has declined a sharp 3% points. 

Odds are the index will “break 90” by early next year—as business de- 
mand continues to sag. 

e . = 

NO MATTER WHAT AREA YOU LOOK AT, prices are easy—or on the 
verge of declines. 

@In non-ferrous metals—There is already growing doubt that copper can 
be held at the current 30¢/lb. level. Some experts also see the 13¢/Ib. 
zince price also under pressure. 

@In steel—The across-the-board hike that seemed almost a certainty 
last year is out. In fact, there are growing reports of price concessions— 
particularly in hard-hit items like reinforcing bar. 

@In chemicals—Recent weakness (organic tags fell 142% last month) 
is spreading. Just last week, for example, significant declines were posted in 
synthetic latex, polyvinyl chloride, and polycarbonate rosins. 

@In lumber—Despite production cutbacks, Douglas fir and pine tags are 
still well below year-ago levels. And plywood, while nominally higher than 
1959, is being discounted on a wide scale. 

* * s 

OVERPRODUCTION is another force that has been adding its down- 
ward pull on material quotes. Material pileups in producer warehouses are 
the rule in most lines. 

Take metals. In copper, producer inventories are at highest levels in 
over 2 years. In aluminum, primary stock at reduction plants have about 
doubled over the past 6 months. 

In the lumber area, much the same is true. Despite production cut-backs, 
gross stocks at the mills represent 53 days of production—compared to the 
only 46 day supply of last year. 

Such gluts are an open invitation to concessions and discounting. 

3 s 7 

GROWING IMPORT COMPETITION is still another factor in the cur- 
rent pattern of weakness. 

And again the effect is general—hitting a wide cross section of the raw 
materials market. 

One industrial spokesman lays the recent 3¢ per pound copper decline 
squarely at the door of imports. He notes, “we had to give our customers 
(copper fabricators) lower-priced copper to allow them to compete with 
European and Japanese sources. If we didn’t the flood of foreign copper and 
brass mill products would just about wipe our customers off the map.” 

In steel, domestic producers and distributors are faced with the same 
problem. With imports again on the rise (for 2 straight months now), it’s 
either reduce or lose sales. 

A good example is provided by the recent import increase in concrete 
reinforcing bars and sheets in. fhe Midwest. These often sell for $20/ton less 
than domestic list. No wonder then that distributors are offering substantial 
price concessions, 

Editorial, Circulation, and Advertising Offices: 
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Firestone Cuts Tire Prices as Others Talk Hike 


Akron—Firestone Tire & Rub- 
ber Co. rolled automobile tire 
prices back to the lowest point 
since 1954 last week by slashing 
published list prices by $1-to-$4. 

In a move to make the com- 
pany “fully competitive” with 
mail order and discount house 
competition, Firestone announced 
its passenger car tires also would 
be covered by a “Time-Service” 
guarantee against road hazards 
—in addition to the normal 
workmanship and defect-in-ma- 
terials warranty. 


Close to Retread Prices 


Firestone said its price reduc- 
tions—which came at a time 
when other tire makers were 
talking about possible price in- 
creases in early 1961—ranged 
from $1 on third line models to 
$4 on the most expensive pre- 
mium tires. Under the new price 
listings, a third line 6.70 x 15 
rayon tube-type model will sell 
for $11.95, only a few dollars 
above the price of a good retread. 

On second and first line tires 
the price reductions were $2 and 
$3 respectively. The new “Time- 
Service” guarantees will range 
from 12 to 30 months—12 for 
3rd line equipment, 18 on winter 
and 2nd line, 24 on Ist line (orig- 
inal equipment quality), and the 
maximum 30 on premium tire 
grades. 

The price reductions came at 
a time when natural rubber and 
its newest synthetic rivals were 
squaring off in a competitive 
price battle that gave signs of 
continuing into 1961. 


Natural Prices Drop 


Natural rubber prices took 
two sharp drops in the space of 
one week, tumbling the spot price 
for the key No. 1 RSS grade to 
30¢/lb. by the end of last week. 
This compares to 315%4¢ a week 
ago and 48¢ at mid-year. 

At the same time, polyiso- 
prene—at present the chief con- 
tender for natural rubber’s re- 
maining untouched markets—was 
slashed 5¢ to 27%2¢/lb. by its 
sole producer, Shell Chemical 
Co. 

These moves underscore the 
price concession both sides will 
be making as the synthetic-nat- 
ural products come into produc- 
tion. 

Dr. Ray P. Dinsmore, vice 
president of research and de- 
velopment for Goodyear Tire & 
Rubber Co., said that the ade- 
quate quality of the new synthetic 
rubbers has “altered the in- 
vulnerable position of the nat- 


Overproduction Forces 
Pulp Mill Prices Down 
As Much as $15 a Ton 


Seattle — Overproduction is 
forcing pulp mills in Washing- 
ton state and British Columbia 
to reduce prices by as much as 
$15 per ton. 

Initiated by Weyerhaeuser Co, 
of Tacoma, the cuts were quickly 
followed by such companies as 
St. Regis Paper Co. and Mac- 
Millan, Bioedel & Powell River 
Ltd. 

According to an_ industry 
spokesman, the reductions can 
be explained in one word—over- 
capacity. New sources of supply 
(Canadian, Scandinavian, and 
U.S.) have all been cutting prices 
in an effort to get into the market. 


November 28, 1960 


ural products,” but producers 
must seek methods of selling 


these synthetics at 10¢-to-20¢ 
per pound. 
Polyisoprene and _ polybuta- 


diene are currently the only two 
synthetic naturals “of any com- 
mercial interest,” said Dr. Dins- 
more. Polyisoprene is the test- 
tube equivalent of natural 
rubber, and polybutadiene could 
replace natural in about half its 
uses, he said. Goodyear has been 
running a $750,000 synthetic nat- 
ural rubber plant since late 1957. 

Though industry production of 


the two materials is now only 
about 5,000 long tons, industry 
capacity is expected to reach 
125,000 by mid-1961 with an ad- 
ditional 65,000 in 1962. 
Production of the two materi- 
als in the U. S. is now only 5,000 
long tons, but this is expected to 
increase to 370,000 long tons by 
1965. Manufacture abroad will 
go from zero this year to 180,000 
long tons by 1965. Production 
capacity for synthetic naturals 
should reach 125,000 tons by late 


1961 if present industry plans 
proceed on schedule. 


Washington — Defense con- 
tractors are under new pressure 
to trim costs on weapon develop- 
ment and production projects. 
Military contracting agencies are 
tightening up on audits of cost 
estimates made by contractors, 
taking a closer look on selection 
of subcontractors by major 
primes, and prodding contractors 
into improving purchasing effi- 
ciency. 

Behind the Pentagon’s new 
concern with contracting costs is 


MilitaryContractingAgenciesTighten | 
Cost Pressure on Defense Industries 


the recent 3% across-the-board 
cut in procurement appropria- 
tions made by Congress for the 
current year. The total cut 
amounted to $400.5-million, and 
was made to spur the military 
into tighter control over contract 
costs without reducing quantita- 
tive purchases. The Congres- 
sional action, in turn, was 
prompted by General Accounting 
Office reports of excessive costs 
on major weapon projects of the 
services. 


prompt, 


linking you with your suppliers throughout 
the industrial centers of the nation 
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erspective 


Eisenhower will leave as his final important gift to the incom- 
ing Administration a federal budget that has as tight a lid on 
spending as Eisenhower knows how to fashion. 

But even so, you can look for procurement from federal 
agencies to keep on rising—even if Kennedy, when he takes 
charge, doesnt’ force up the spending as part of his own program. 

The reason is that even under Eisenhower’s tight budget, the 
built-in upward pressure on spending from programs that the 
government must honor will guarantee a rising flow of government 
checks to business. 


There’s an estimated $1.7-billion increase in spending for 
the year ending June 30 for such things as defense, space, 
farm price supports, college housing, urban renewal, foreign 
aid and veterans benefits. 

Defense spending—running at about $41.5-billion for the 
current fiscal year—will run about $1-billion higher in fiscal 
1962, under the budget Eisenhower will send to Congress just 
before he leaves office. 

Eisenhower's message will show a budget surplus for the 
current fiscal year—but probably closer to $1-billion than the 
$4.5-billion he foresaw last January. The shrinkage comes 


mostly from lower tax receipts because of the sluggishness of 
business. 


Changes in the government’s oil import program that would 
reduce the level of imports by about 60,000 bbl. per day in 
the area east of the Rockies probably will go into effect on 
Jan. 1. Interior Department hearings last week aren’t likely to 
change the proposed cutback. The changes will affect all oil 
imports except residual fuel oil. 

The ceiling on residual imports for the first quarter of 1961 
was set last week at 530,000 bbl. per day (see PW, Nov. 21, 
p. 1). This was 115,000 bbl. per day higher than the current 
quarterly level, but 130,000 bbl. below the first quarter of 1960. 

But proposed changes in the residual program, once scheduled 
to take effect on Jan. 1, 1961, were deferred until April 1. 
These residual import changes would make room for more im- 
porters without raising the over-all import level. Companies 
complained that the changes would disrupt supply and distribu- 
tion patterns in the middle of a peak-use quarter. 


Can unions legally side-step the federal ban on “hot cargo” 
contracts by such contract devices as as areal and “no punish- 
ment” clauses? 

This issue went before the National Labor Relations Board 
last week on a complaint by a group of San Francisco and Miami 
printing companies against the Amalgamated Lithographers of 
America. The union sought these clauses in its contracts against 
the companies’ claim that they violate the 1959 Landrum-Griffin 
Reform Law. 

The federal law says that it is an unfair labor practice for a 
union and employer to sign a contract under which the firm 
agrees not to use products of another employer. 

Two locals of the lithographers union demanded contract 
clauses providing that employers who refuse to handle goods of 
another employer cannot be punished—or if the employer does 
handle such goods, the contract can automatically be reopened. 
The union claimed these protect the “legitimate bargaining in- 
terests of the Parties” even though the effect might be to avoid 
handling non-union goods. 
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THE GENTLE DECLINE in PW’s industrial wholesale 
price index, which set in during late summer, shows 
signs of continuing. Drops in industrial valves (2% 
glass containers (—2%), 


below a month ago), 


organic chemicals 
shapes (—112%), more than offset boosts in resid- 
val fuel oils (plus 12%), motor trucks (plus 1%), 
and minor increases in leather, wire, and cable. 


(—1¥%2%), and nonferrous mill 


This Month's Industrial Wholesale Price Index 


Item Latest Month 
Month Ago 
Cotton Broadwoven 
ere 101.0 101.9 
Manmade Fiber 
EY 25 Sav dw 46 bx 95,7 : 95.7 
a ESS ere 111.2 110.6 
RAE 99.7 99.7 
Residual Fuel Oils... 82.6 81.5 
Raw Stock Lubricating 
- eRe arr 111.0 110.5 
Inorganic Chemicals... 103.7 103.7 
Organic Chemicals .. 98.0 99.3 
Prepared Paint ...... 103.5 103.5 
Tires & Tubes....... 95.0 95.0 
“ey Belts &* Belt- 
er re Cee 108.7 108.4 
7 = Millwork 105.3 105.3 
Paperboard ........ 99.8 99.8 
Paper Boxes & Ship- 
ping Containers ... 105.2 105.2 


Paper Office Supplies.. 103.2 103.2 
Finished Steel Products 108.8 108.8 
Foundry & Forge Shop 

PE ba. 6 o'era's 108.3 108.4 
Non Ferrous Mill 

GEAR SP raaee 97.8 99.4 
Wire & Cable....... 89.0 88.4 
Metal Containers .... 104.1 104.1 
OS ee $92:5:. 4325 
Boilers, Tanks & Sheet 

Metal Products.... 101.5 101.8 
Bolts, Nuts, etc....... 106.3 106.3 
Power Driven Hand 

WR See crew Wks a: 08.6 108.4 
Small Cutting Tools.. 119.1 119.2 
Precision Measuring 

EES Po a ree 109.5 109.5 


Year % Yrly Item Latest Month Year % Yrly 
Ago Change Month Ago Ago Change 
101.2 — .2 Pumps & Compressors 112.4 112.4 1114 + 9 
Industrial Furnaces & 
98.7 — 3.0 EE Ska Bacsiek so 122.2 1222122 4+ 2 
127.2 —12.6 Industrial Material 
94.5 + 5.5 Handling Equipment 107.5 107.4 105.9 + 1.5 
70.7 +168 Industrial Scales ..... 115.7 115.7 115.2 + .4 
Fans & Blowers...... 105.1 105.1 1043 + & 
100.2 +10.8 Office & Store Machines 
102.4 + 1.3 & Equipment ..... 105.2 104.9 1050 +4 .2 
99.4 — 1.4 Internal Combustion 
103.4 + .| Engines .......... 104.2 104.2 103.2 + 1.0 
89.6 + 6.0 Integrating & Measur- 
ing Instruments .... 121.3 121.3 117.4 +4 3.3 
105.6 + 2.9 Motors & Generators.. 100.6 100.6 103.2 — 2.5 
107.8 — 2.3 Transformers & Power 
99.8 0 Regulators ........ 96.6 96.6 102.1 — 5.4 
Switch Gear & Switch- 
101.9 3.2 board Equipment .. 104.1 104.1 1086 — 4.1 
101.2 2.0 Arc Welding Equip- 
109.2 4 ee 109.1 109.1 103.2 + 5.7 
Incandescent Lamps .. 130.9 130.9 130.9 0 
107.9 + 4 Motor Trucks ....... 105.9 104.8 109.2 — 3.0 
Commercial Furniture. 106.9 106.9 105.8 + 1.0 
95.9 + 2.0 Glass Containers .... 101.3. 103.3 106.3 — 4.7 
91.7 — 2.9 Flat Glass .......... 976 976 99.7 — 2.1 
103.7 + .4 Concrete Products ... 104.3 104.3 103.7 + .6 
110.1 + 2.2 Structural Clay 
Products .......... 107.7 107.6 106.5 + 1.1 
101.4 + .1 Gypsum Products ... 104.7 104.7 104.7 0 
108.9 — 2.4 Abrasive Grinding 
. Naa 948 948 97.4 — 2.7 
108.3 + 3 Industrial Valves .... 115.0 117.1 1166 — 1.4 
111.7 + 6.6 Industrial Fittings ... 90.4 90.5 106.4 —15.0 
Anti-friction Bearings 
109.1 + 4 & Components .... 90.8 908 91.9 — 1.2 


High Aluminum Output 
Forestalls Price Boost 


(Continued from page 1) 
& Brass reduced its 6453 alloy 
ingot 1.3¢/Ib. 

“This spotty price-cutting is 
making everyone very touchy,” 
said one producer official. 
“There’s no pattern. One day one 
group of products is hit, another 
day a different group.” 

One aluminum __ executive 
summed up the over-all effect of 
the cuts as “merely getting list 


IHC Readies All- 


(Continued from page 1) 
Jeep. This would give it about 
a $2,200 to $2,400 price tag. 

Both two-wheel and _four- 
wheel drive will be available, 
IHC said. The wheelbase of the 
vehicle will be 100 in., and its 
overall length under 13 ft. It 
will be powered by a newly de- 
veloped 4-cylinder engine. 


dustry, Davis cautioned against 
expanding production too far 


Purpose Compact 


D. F. Kuntz, divisional sales 
manager for Harvester’s Motor 
Truck Div., said the Scout’s 
versatility would be “unmatched 
by any vehicle currently in the 
motor truck or passenger car 
market.” 

Harvester spokesmen were 
careful not to identify the Scout 
as a “compact car.” The Scout 
is built on a truck chassis, a 
spokesman said, and “is a truck, 
not a passenger car. We are not 


Week Year| prices down to the level they had | ahead of demand. going into competition for the 
; Week Ago Ago | been selling for in the market} He noted that current U.S.|car market.” 

Steel ingot, thous tons 1,352 1,470* 2,540 | place.” capacity of 2.7-million tons an-| The vehicle is expected to be 
Autos, units 157,244 145,236* 72,073] Earlier last week, the president |nually is well over primary|built at a plant recently pur- 
Trucks, units 23,409 21,975* 12,597} of Aluminium Ltd. declared alu-|aluminum consumption totaling|chased from U.S. Rubber Co. at 
Crude runs, thous bbl, daily aver 7,987 7,717 8,017] minum producers’ overcapacity] 1.9-million tons. Fort Wayne, Ind. The building is 
Distillate fuel oil, thous bbl 13,138 12,718 12,561] was acting as a brake on any im-} The current problem of North} adjacent to Harvester’s truck 
Residual fuel oil, thous bbl 6,038 5,393 6,735 | mediate price increases. American producers, Davis said, | works. 
Gasoline, thous bbi 28,205 27,051 28,816] Speaking before the New York]is how to utilize this excess} Harvester has been the No. | 
Petroleum refineries operating rate, % 81.6 78.9 82.5}Society of Security Analysts}capacity with a minimum of de-|producer of large heavy-duty 
Container board, tons 167,044 160,172 174,407) Nathanael V. Davis said, “It isjlay. “One result has been the|trucks for a number of years, but 
Boxboard, tons 98,101 94,543 100,507} my personal opinion, taking into] peddling of aluminum around the|has been seeking to strengthen 
Paper operating rate, % 95.5 90.7* 96.5} account present excess produc-|world under fiercely competitive |its position in the light vehicle 
Lumber, thous of board ft 211,971 213,082  242,481/tive capacity, there is not much|conditions,” Davis said. market. 
Bituminous coal, daily aver thous tons 1,339 1,321* 1,528} likelihood of any price increase} He noted that in Canada, A variety of attachments for 
Electric power, million kilowatt hours 14,042 14,111 13,812]}in the U.S. or abroad.” Aluminium Ltd.’s smelters are|the vehicle including snow 
Eng const awards, mil $ Eng News-Rec 613.4 473.6 372.1 While optimistic over the fu- operating at approximately 80% | plows and winches will be made 
*Revised ture of the world aluminum in-| of capacity. available, IHC said. 
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DISABLING 


WHEN THE PROBLEM CALLS FOR PAINT THE BEST ANSWER 


Safety coding, through the proper 
marking of plant hazards and protec- 
tive equipment, plays an important 
role in industrial accident prevention 
programs. You have it, or should have 
it, in your plant! 

To help you make sure you are making 
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Boat 


the most of paint to safeguard the lives 
of your plant personnel, why not call 
in your Barreled Sunlight representa- 
tive for free “Color Survey” Service. 
This personal, in-plant survey by a 
trained color expert includes formal 
recommendations for a complete, prac- 


tical painting plan tailored to your 
exact plant requirements. 

Take this first step toward the econ- 
omy and effectiveness of a planned 
painting program now. Your inquiry 
does not obligate you in any way... 
it is your indication of further interest. 


oeoeeotoeeneeeseew38sfee#8#seeteerteeeeee#eses#eese#85sreevee#ee#ee%e#e#e#eeeeee#e#te#ee#e#e ® 


BARRELED SUNLIGHT PAINT COMPANY 


126-K Georgia Avenue, Providence 5, Rhode Island 
~ want to learn more about your Free “Color Survey” Service. 
Please have your representative call to arrange an appointment at my convenience, 


oO Also, please send me your “Quick Reference Guide’’ to Barreled Sunlight Paints, 
plus your booklet, ““How To Reduce Painting Costs’’. 


NE oscscansvepccvecnbinecsdaixcdckivapmenimadhbibeideis sépasteiiemaheinitine tad ies an ot a 
Title See CC eee Ree eee eee eeeeee seeeeerereteeee eeereeeere Steeeeereeerreeeeete eeeervee Ceeteeeeeeeeeeereeeeeeereeee eereeece eee 
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OCDM Rejects Bid to Curb Imports of Turbines 


Washington Petitions by 
General Electric and Westing- 
house for White House curbs on 
the importing of giant steam tur- 
bine generators were rejected by 
the Office of Civil and Defense 
Mobilization. 

OCDM Director Leo Hoegh 
ruled that purchases of the power 
units from Britain, Switzerland, 
or elsewhere do not “threaten to 
impair the national security.” 

The controversy reached a 
climax last year after the TVA 
ordered a 500,000-kw. generator, 
with the largest power capacity 


developed to that time, from 
C. A. Parsons, Ltd. of Newcastle, 
England. TVA reportedly saved 
about $6-million on the foreign 
purchase, as domestic bids were 
about 50% above Parsons’. 


Argued Defense Need 


But the two U.S. companies 
applied for an OCDM investiga- 
tion, arguing that action should 
be taken under the national 
security provision of the Trade 
Agreements Act on grounds that 
the foreign purchases would in- 
jure American producers who 


would be needed in a war emer- 
gency. 

They also asked OCDM to act 
under the “Buy-American” regu- 
lations which authorize federal 
agencies to pay somewhat higher 
prices if this is necessary to sup- 
port industries essential to de- 
fense. 

After 18 months of investiga- 


tion and study, in which six 
federal agencies collaborated, 
Hoegh held that the turbine- 


generator imports “do not now or 
in the foreseeable future” jeop- 
ardize security. 


REA Express Surprises Shippers 
With Request for LCL Rate Boost 


New York — REA Express 
moved last week to increase LCL 
express freight charges by 20¢ 
per shipment, effective Jan. 5. 

The increase was announced at 
the meeting of the National In- 
dustrial Traffic League, and later 
confirmed in a formal statement 
from REA headquarters. 

In a report filed with the In- 
terstate Commerce Commission, 
REA president William B. John- 
son requested the hike on grounds 
of increasing wage costs. He said 


FREE BULLETIN... 


TURN TRASH 
INTO CASH 


Just produced by Handy & Harman—this new Refining Bul- 
letin describes the great cash potential in precious metals 
industrial waste ... lists many possible sources. Types and 
forms of refinings are illustrated photographically and de- 
scribed in text. Equally important, the bulletin calls atten- 
tion to the fact that much of industry’s valuable waste is 


truly wasted. 


Refining Piants Bridgeport 1, Conn. El Monte, Calif. (Los Angeles) 
& Collecting Stations: 330 North Gibson Road 
Chicago 22, Il. New York 38, N.Y. 
1900 W. Kinzie Street 82 Fulton Street 
Providence 3, R. |. Toronto 2B 


425 Richmond Street 


141 John Street 


For your free copy of this new and cash-provoking bulletin, 
write to Refining Division, Handy & Harman, 82 Fulton 
Street, New York 38, N.Y. Your biggest dividend will come 
when you send a refining lot to Handy & Harman and see 
for yourself the cash benefits you get from the country’s 
leading refiner of precious metals waste. 


Your No. 1 Source of Supply, Refiner and Authority 
on Precious Metals Alloys 


HANDY & HARMAN 


General Offices: 82 Fulton St., New York 38, N.Y. 
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that increases of more than 
$10.5-million annually in wage 
rates, payroll taxes, and fringe 
benefit costs under recent con- 
tracts, have made the surcharge 
necessary. 

Citing 1960 increases in the 
rates of motor carriers, rail 
freight, freight forwarders, and 
parcel post, Johnson said that 
both in time and amount REA is 
“well back in the parade of small 
shipment carriers that have in- 
creased their charges.” 

Johnson compared the REA 
20¢ increase on small shipments 
to 50¢ minimums by a wide range 
of truckers, 94¢ by railroads and 
50¢ by freight forwarders. 

The move by REA to increase 
charges came as a surprise in 
traffic circles in view of REA’s 
“operation bootstrap” program, 
aimed at pulling itself out of the 
red. 


Losses Chopped 


In his report to the ICC John- 
son noted that through economy 
measures, rate adjustments, and 
varied efficiency changes, REA 
had cut anticipated 1959 rail- 
road out-of-pocket losses from 
$38-million to about $14-millior. 

REA losses to the railroads 
have been whittled to about $7.5- 
million for 1960, Johnson stated. 
“Virtual elimination of the deficit 
in the near future is a necessity, 
if the express business is to be 
assured of continuance under the 
reorganization program now in 
progress,” he said. 

Present LCL express charges 
have been in effect since Sept. 1, 
1959. 

Johnson reported that diver- 
sions from traditional routing to 
more efficient operation since 
Oct. 1, 1959 has produced an 
estimated annual saving of $2.5- 
million in REA’s expenses and a 
savings to the railroads of $1.4- 
million, making a substantial re- 
duction in the railroad passenger 
service deficit. 


Revision Seen 


The REA president said a 
revision of the general rate struc- 
ture toward “similar and more 
realistic” express rates “should 
be forthcoming within a few 
months.” 

Johnson noted that “since 
wage costs do not vary with dis- 
tance, but are attributable in large 
part to the number of shipments 
handled, the fairest treatment of 
express shippers as a whole is to 
spread the increase evenly over 
all shipments.” Moreover, he 
said, “since the costs of handling 
all types of traffic have increased, 
the increases should be applied 
to all traffic and no type should 
be exempted.” 


AF to Check Contracts 

Dallas—The Air Force plans 
to’ take a bigger hand in the 
Prime contracts it lets in the 
future, Col. Florian A. Holm, 
chief of advanced systems plan- 
ning at Wright Air Development 
Div., said here. 

In the past, according to Holm, 
the Air Force concerned itself 
with just the “management end” 
of contracts. But a newly-created 
engineering department “will 
check in detail engineering in- 
volved and will know at all times 
the status of engineering in a con- 
tract,” Holm said. 
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Few Bargains in Europe, Ford Official Says 


Pittsburgh—A major motor 
company exectutive refuted the 
notion that Europe is a “manu- 
facturer’s heaven” because of 
lower costs. 

“It’s amazing how few items 
can be purchased more cheaply 
in Europe,” said E. P. McKenna, 
of Ford’s International Division, 
at a meeting of the National 
Industrial Conference Board 
called to examine problems of 
foreign competition. “This is 
true despite all the fuss and pub- 
licity given to lower prices in 
Europe.” 

McKenna cited two reasons for 
his contention that lower costs 
are a myth: 

@ European standards are dif- 
ferent from ours. 

@Some materials such as 
rolled steel sheet and aluminum 
strip are not favorable in costs 
when compared to U.S. opera- 
tions, despite lower labor costs. 

“Over-all costs may be a little 
lower in Europe but the prices 
quoted are frequently higher,” 
he explained. “Certainly there 
is not yet the degree of competi- 
tion there that brings prices down 
to where we think they should be. 

“In some respects Europeans 
have different ways of doing 
business from ourselves.” 


Imports Some Parts 


McKenna said Ford now im- 
ports from Europe some of the 
rear springs, steering wheels, 
clutch bearings, and wiring har- 
nesses for the Falcon. But he 
added that neither now nor in the 
future will foreign suppliers be- 
come the source for the bulk of 
automotive products. 

Another panelist urged Ameri- 
can manufacturers to reduce 
costs and come up with new 
products as a way of keeping 
ahead of foreign competition. 
Werner P. Naumann, economist 
and manager of the Commercial 
Research Div. of U.S. Steel Ex- 
port Co., called for new and im- 
proved designs as a key “com- 
petitive weapon.” 

He also urged manufacturers 
to “sell in depth, by having 
available what is wanted when it’s 
wanted.” He forecast a “stiff 
battle” lies ahead between do- 
mestic and foreign companies 
and flatly predicted that “hard- 
sell will be necessary.” 

In general, all the panelists 


Purchasing Managers 
Discuss Liaison, VA 
At Electronics Meeting 


Los Angeles—About 45 men 
in top managerial positions in 
purchasing attended the first in 
a new series of workshops spon- 
sored by Western Electronics 
Manufacturers Assn. 

Robert A. Gingrich, plant 
manager of Military Products 
Division of Hoffman Electronics, 
and Stanley D. Zemansky, direc- 
tor of executive staff for Auto- 
netics Division of North Ameri- 
can Aviation, co-chairmaned the 
meeting at which engineering 
procurement liaison and value 
engineering and analysis were 
discussed by a round table of 10 
to 12 experts. 

The workshop was conducted 
on an informal basis with free 
exchange of ideas and suggested 
techniques for handling specific 
problems. 
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shunned the erection of tariff 
walls against foreign goods, but 
agreed that a two-way street 
should be established. Thomas 
Allinson, vice president of Day- 
strom, Inc. and president of 
Daystrom’s Industrial Products 
Group, called for “demolishing 
artificial barriers on other shores” 
as part of a multi-point program 
which included: 

@ Tax relief to American plants 
located abroad to enable U.S. 
manufacturers to meet on-the- 
spot competition head-on rather 
than making it almost mandatory 


to “engage in tax haven monkey- 
shines.” 

@ Government recognition of 
research and development ex- 
penditures by industry as a valid 
business expense, with appropri- 
ate “tax considerations encourag- 
ing such efforts.” 

Allinson also warned labor 
that it must readily accept and 
encourage automation “for what 
it is—the opening phase of a new 
industrial revolution.” He urged 
labor to join with industry to 
help re-train and upgrade em- 
ployees temporarily displaced. 


Delaware Lures Industry 


Wilmington—Delaware is 
making a full-scale bid to at- 
tract new industry to the state 
by financing buildings for firms 
willing to relocate. 

The newly formed Dela- 
ware Industrial Development 
Foundation, Inc., will handle 
financing of the buildings, and 
plants will be constructed to 
company needs. 

The financing will be done 
by subscriptions to debentures 
which will be issued as needed. 
The debentures will be retired 
by rents received from firms 
using the buildings. 


Hewlett-Packard Sets Up 
New Components Div. 


Palo Alto, Calif.—A new pre- 
cision components division has 
been formed by Hewlitt-Packard 
Co., under the direction of Wil- 
liam D. Myers, formerly manager 
of the electrical engineering sec- 
tion of the company’s manufac- 
turing engineering department. 

The new division will co- 
ordinate the company’s increasing 
activities in developing and 
producing special components, 
such as silicon diodes, photo- 
conductors, semi-conductor de- 
vices, and quartz crystals it was 
reported. 


Arabol man can straighten 


a machine adjustment. 


which causes the adhesive 


material. The Arabol man 


1, THE LAP ENDS WRINKLE—This usually means that the var- 
nished or foil side is drying at a different rate from the adhesive 
coated side. If your label stock has changed in some way, the 


things out with a special, non-wrinkling 


adhesive. If spotty application is to blame, he may simply suggest 


Rak aig et 


3. THE LABEL SHOWS “STRIKE THROUGH”—T},. difference in 
heat between the can and the adhesive may trigger a reactio 

to stain through the label. You matt 
need a harder pick-up gum. Another possibility—a can has burst 
in the retort, spraying other cans around it with stain-producing 


will check every angle. 


THE BEST WAY to solve adhesive sectin Nie prevent them from happening. 
You can begin by telling us all the conditions your 


4 COMMON PROBLEMS: 
IN LABELING CANS 


(and how the Arabol man helps you solve them) 


2. THE LAP ENDS WON’T HOLD—This may happen in your 
plant, or (worse luck) on the customer’s shelf. One common 
cause is a change in the label stock, calling for an adjustment in 
your adhesive formula. Or perhaps the varnish has been carried 
over too far, leaving no selvage for the adhesive to grab onto. If so, 
a solvent-type adhesive is indicated. The Arabol man will know. 


A. THE ADHESIVE “STRING 


“<« Should your pick-up adhesive 


cool, it will thicken and ‘‘stging’’ out from the roller. This usually 


happens when the thermo 


t on the machine fails to compensate 


for a temperature drop in the surrounding work area. Whatever 
the cause, it will pay you to get the Arabol man’s advice, 


sive must meet—in your 


plant, in transit and after it reaches your customer. To help you understand 
these conditions more fully, we have prepared an interesting booklet that can 
save you no end of aggravation—and money, It’s called ‘‘HOW TO BUY 
ADHESIVES—23 BASIC YARDSTICKS.’’ Send for it today. 
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ARABOL ADHESIVES 


14 PLANTS AND WAREHOUSES TO SERVE YOU ON A LOCAL BASIS 
THE ARABOL MFG. CO., 110 EAST 42ND STREET, NEW YORK 17, N. Y.e CHICAGO « SAN FRANCISCO 
LOS ANGELES « ST. LOUIS « ATLANTA # PHILADELPHIA e BOSTON « PORTLAND, ORE. « ITASCA AND 
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High Production Weakens 


New York—With production 
of nonferrous metals still out- 
pacing demand, the outlook is for 
continued weakness in _ this 
group—with some _ near-term 
price declines in copper and zinc. 

Despite recent cutbacks, pro- 
ducer inventories are still high 
and exerting a steady pressure on 
prices. As a result, the price 
easiness in aluminum and copper, 
which has persisted for about a 
year (see chart) appears likely to 
continue. Lead looks steadier. 

Aluminum prices—both list 
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tory problem no 
price slash is anticipated. Hard 
bargaining—especially in build- 
ing sheet and extrusions—may 
bring savings to purchasers, and 
competition 
force some selective tag cuts. 
But, in general, official prices 
look to remain stable until early 
1961 because of: 


and market—have been up and 
down this year. The chart at left 
shows the price for primary ingot 
which was raised at the start of 
the year to 28.1¢/Ib. In August 
the differential between primary 
ingot and pig was dropped and 
the price became 26¢/Ib. 

Also in August, list prices for 
some grades of aluminum ingot, 
and sheet, plate, and other mill 
products were increased 42¢/Ib. 
to %¢/lb. to offset wage in- 
creases and to counteract the dis- 
counting that had been gathering 
momentum in the white metal. 

But results were mixed. The 
higher tags stuck for super purity 
ingot and some plate and sheet 
products. For many items, how- 
ever—aluminum sliding, air- 
conditioning sheet, extrusions, 
electrical conduit, and most 
recently, aluminum can sheet— 
discounting has dropped prices 


back to or below their pre-August 
levels. 


Aluminum Production Up 
Aluminum production in 1960 


is expected to exceed last year’s 
total by over 2%. 
of flagging demand, this increase 
has led to record high stocks in 
the hands of producers. 


In the face 


But despite the serious inven- 
widespread 


will undoubtedly 


@ Production cuts. Aluminum 


producers are dropping their op- 
erating rates to line up more 
closely with demand. During the 
first half of the year, the industry 
operating rate stayed at about 
85% 
however, the big companies have 
been gradually 
potlines, until now the operating 
rate has fallen to 81% of capac- 
ity. 


of capacity. Since July, 


shutting down 


Result: Output has declined 


sharply in recent months (see 
chart), slowing down the inven- 
tory buildup and preparing the 
way—the 
inventory reduction. 


industry hopes—for 


® Stabilizing product mix. The 


wide variety of aluminum ap- 
plications enables companies to 
shuffle their product mix when 
price-cutting makes a particular 
line unprofitable. Examples in- 
clude one company getting out 
of soft extrusions and Alcoa 
cutting down on the number of 


gages offered in its building sheet. 

© Anticipated demand increase. 
Domestic demand showed signs 
of picking up in the last couple 
of months, and the industry is 
looking for this improvement to 
continue, because of increased 
aluminum consumption by the 
automobile industry and _ the 
growing construction and packag- 
ing markets. 


Copper Prices Drift 


Copper prices, which have 
been weakening throughout the 
year (see chart left), look to drift 
downward still further. Quota- 
tions in London and Paris started 
to soften when Anaconda’s 
Chuquicamata strike was settled 
last week. 


Domestic prices are expected 


November 28, 1960 


a, ; 


Nonferrous Metal Prices 


go below the current 30¢/\b. 
level soon for the following 
reasons: 


®Copper-based import com- 
petition. Domestic fabricators of 
copper products will be pres- 
suring copper producers for a 
reduction in their raw material 
costs. Competition from Canada 
and Europe has already caused 
several domestic fabricators to 
pare copper product tags—e. g. 
brass mill products and some 
types of copper cable—and these 
fabricators are hurting in their 
profit margins. 


@High producer inventories. 
Refined copper stocks in the hand 
of the world’s producers rose to 
their highest level—over 408,000 
tons—since August, 1958. 

® Falling demand. Both do- 
mestic and foreign shipments fell 
in October. European stock- 
piling of the red metal—which 


had been a major _ support 
through the first half of the 
year—has apparently run _ its 
course. 


Observers are predicting cop- 
per prices will go down to any- 
where from 26¢ to 28¢/lb.—but 
the higher quote is more likely. 
Copper producers are already 
trimming output to achieve better 
balance. Four foreign producers 
cut back this production by 10% 
in October, and domestic pro- 
ducers should be following suit 
very soon. 

One factor working against any 
precipitous drop is labor costs. 
Current union demands plus 
political unrest in Africa indicate 
higher over-all wage rates in the 
next 12 months. 

From a price viewpoint, it 
makes little difference whether 
these labor demands lead to 
higher wage costs or output-re- 
ducing strikes. In either case, it 
would work against sharp price 
cuts. 


Zine and Lead 


Zinc demand ties in closely 
with steel operating rates. The 
fall in the latter led to the sharp 
decline in zinc production which 
started in March (see chart right). 

But the prices of zinc has re- 
mained at 13¢/lb.—the highest 
level in the past 242 years. That’s 
been possible because of the low 
level of zinc imports as well as 
strikes, which have been lopping 
about 16,000 tons a month off 
zine production. 

But even with these factors, 
zinc inventories are high, and as 
soon as the labor disputes are 
settled, producers will probably 
institute price cuts. 


Watertown Disposes Of 


Dinnerware Operations 


Watertown, Conn.—An old- 
line custom molding firm, Water- 
town Manufacturing Co., has 
sold its melamine dinnerware op- 
erations and will concentrate on 
its industrial operations. 

Company officials said the firm 
will now gear its “entire produc- 
tive capacity” as well as its de- 
sign and engineering Staffs to 
industrial customers “on a full- 
time basis.” 

In addition to compression, in- 
jection, and transfer molding, the 
company also produces “Neil- 
lite,” a phenolic molding com- 
pound. 


November 28, 1960 


Lead has the firmest price out- 
look of the nonferrous group. 
The 12¢/lb. price should be 
maintained in the foreseeable 
future. 

The chart at the right shows a 
slump in lead consumption, but 
this represents a slowing down in 
automobile production late in the 
1960 model year. 

When the new statistics come 
in, theyll undoubtedly show a 
spurt in consumption caused by 
the high demand from 1961 
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© McLean Sales Office Only . 


FOR FAST LTL SERVICE 


You get just that at McLean and 
Hayes! The motto of every 
McLean-Hayes employee is: 
“Service to customers comes first 
with me!” This attitude on the 
part of sales representatives ... 


terminal managers... rate 
clerks ... dispatchers... drivers 
. Stackers ... strippers... 


and all the other members of the 
MclLean-Hayes team . . . means 
real, personal interest in your 
LTL transportation problems, 
and an eager willingness to help 
you in every way at any time. 


McLean Trucking Company and 
its Hayes Freight Lines, Inc. 
Division can do a better trans- 
portation job for your less-than- 
truckload traffic for four solid 
reasons: 


1. Broad LTL Market Coverage 
2. Complete LTL Facilities 

3. Proven LTL Experience 

4, Personalized LTL Attention 


Whenever you have LTL ship- 
ments, and want fast, efficient 
handling for them, call your 
nearby McLean or Hayes termi- 
nal. We think you'll like the 
treatment you and your freight 
receive. 
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A collection of timely tips, quotations, and inside slants on management and industrial 
developments, along with a run-down of events and trends of use to the purchasing agent. 


How to Prepare a Speech 


Make your speech simple enough to be under- 
stood by your wife—if you want to keep your 
audience awake and also get your point across. 


That’s the prescription laid down for speakers—especially 
on technical subjects—by Thomas M. Sawyer, Jr., associate 
professor of English, Michigan University College of Engi- 
neering. 


Top executives, he points out, must rely heavily 
on the spoken word for most of their information, 
simply because they don’t have the time to wade 
through the flood of printed matter that flows 
over their desks. But that doesn’t mean that they 
are any the more willing to endure a speech 
heavily interlaced with the specialist’s jargon. 


Prof. Sawyer lays down these four rules for capturing 
(and holding) the attention of an audience composed of 
business and industrial leaders: 

© Never talk over their heads. Don’t assume your audience 
knows as much about the subject as you do. Try your speech 
out on your wife to see if it makes sense to her. 

@ Always explain how to measure the invisible or abstract. 
This is usually the part of a specialist’s speech that mystifies 
the civilians. All of us traffic overmuch in the abstract in 
our specialties. 

@ Explain your subject in English, not in mathematics or 
abbreviations. Use terms that are concrete before you begin 
to toss around mathematical symbols. Abbreviations can be 
just as confusing. 
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Fashions 


PARADE 


@ Tell the listener in advance what to listen for. A well- 
known editor once put it this way: “Tell °em what youre 
gonna tell °em. Then tell em. And finally tell ‘em you've 
told ’em.” 


In Defense of Women 


Your wife may be your career’s worst enemy, 
according to Lon D. Barton, a Chicago manage- 
ment recruiter. 


How does she get that way? Says Barton, by becoming 
so carried away by the local social whirl—PTA, church 
groups and country club, and the like—that she forgets that 
the good wife’s chief concern should be her husband’s ad- 
vancement. 


Thus, when an opportunity occurs that calls 
for relocation, the wife insists on turning it down. 
After a couple of refusals, management labels the 
husband as an unadventurous spirit and he is 
allowed to wither on the vine. 


Barton, a thinker of the new school, isn’t quite sure what 
to do about this human failing. Perhaps, the answer might 
be for personnel specialists to concentrate more on hiring 
men whose wives are hard-driving, success-oriented person- 
alities, whose only ambition is to see their husband’s reach 
the top. 

Still another answer might be to instill again in 
women the old feeling that her place is in the 
home, and that her basic function is summed up 
in the German phrase, “kinder, kirche, and kuche” 


a aR 


Personal glimpses of P.A.’s 
as they march by in the news 


After-hours notes on two veteran 
P.A.’s: 

@A long background of purchasing 
experience comes in mighty handy 
when your daughter sets out to operate 
her own sports shop. 

Miles G. Agan, recently appointed 
Director of Procurement at Bausch & 
Lomb, Inc. (Rochester, N.Y.), is the 
proud dad of the young lady shown 
above (left) in her new Sport Shop. 
Agan enjoys lending an occasional 
hand during his spare time in 19-year- 
old Jeannette’s shop, called “Jan- 
Agan,” and according to him—the 
chief consultant—she’s doing fine. 

The combination of the whole 
family’s interest in golf and skiing and 
Agan’s 20-plus years’ experience in 
purchasing seem to be adding up to 
the formula for success. 

@ John Stuart Mill, former P.A. for 
Union Central Life Insurance Co. 
(Cincinnati, O.), now Second Vice 
President and man in charge of the 
company’s $8.5-million new home 
office building program (shown above 
right with model), is also a full-time 
minister. 


10 


Mill has headed the 110-year-old 
Macedonia Christian Church at nearby 
Okeana for 28 years and has been with 
Union Central nearly that long. The 
Mills now have three generations of 
clergymen in the family (starting with 
Mill’s father who was minister of the 
same church for 19 years, continuing 
with his own career, now with his 
son who is studying for the ministry). 

Mill feels the two jobs have worked 
out very well and “tie right in together 
—one ministers to those who die and 
the other takes care of those who are 
left behind.” 

Mill says he owes his name to an 
uncle who checked the rings on the 
family tree about the time he was born 
and found the Mills to be direct de- 
scendents of John Stuart Mill, noted 
19th-century English philosopher and 
economist. 


Doings on the fair side of the fence: 
@When Vera M. Jones, Procure- 
ment Officer at Eglin Air Force Base 
in Florida and member of the NAPA, 


receives a rush order, the sky literally 
is the limit. 

The urgent order was for one ton 
of highly specialized steel. After con- 
tacting sources of supply from coast to 
coast, Miss Jones called one of U.S. 
Steel Corp.’s supply divisions, found 
the available steel, had an Air Force 
cargo plane meet the company truck at 
the nearest airport, and the mission 
was accomplished. 

@ Here’s a P.A. who feels that her 
job at Acme Electric Co. (Cuba, N.Y.) 
is a natural. She’s Jean Kuhn, who 
believes that “women have good buy- 
ing instinct and are willing to shop for 
quality”. 

Miss Kuhn’s search for quality be- 
gan when she started school at the age 
of 3, completed high school at 14, 
and received her college degree at 
17. 

Meantime, she learned about team- 
work by coaching basketball and base- 
ball games for three years during her 
high school teaching career. Since she 
started with Acme in °44, Miss Kuhn 
has received a master’s degree in 
education. 
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PURCHASING WEEK ASKS... 


What one change in procedure or operation made during the last 


year contributed most to the efficiency of your department? 


NEXT WEEK—DEC. 5 


Angus Macdonald, vice president and director of 
purchasing, Quaker Oats Co., Chicago: 


“Reduction of paper work has aided us most 
in improving the efficiency of our department 
during the past year. Elimination of requisitions 
at our Barrington, IIl., laboratory and our Oregon, 
Ill., machine shop have proven very beneficial. 
Orders are now processed at these locations and 
are sent directly to us for centralized purchasing. 
We are now initiating a purchase order form that 
will greatly reduce requisitions at all our plants. 
This lessens our typing, checking, and _ filing. 
We further reduced paper work by eliminating 
some inventory reports and simplification of 
processing inter-plant shipments.” 


V. R. Stearns, purchasing agent, Dobeckmun Co., 
division of Dow Chemical Co., (cellophane bags, 
envelopes, etc.), Berkeley, Calif.: 


“Actually, I myself am the most drastic change 
my department has seen this year. Having been 
a salesman for the firm until July of this year, 
my approach is fresh. Too, there is a tacit under- 
standing that the sterotyped ‘pitch’ is out of place 
here and interviews are brief but meaningful. 
Being new, I have discarded much dead timber 
from the source files. Condensing and rearrang- 
ing the files has made them encyclopedic. A 
single folder or card supplies all necessary infor- 
mation at the proverbial glance.” 


D. R. Capparelli, purchasing agent, Muter Co. 
(electronic components), Chicago: 


“In the past year enforcement of the basic 
adage, ‘verbal orders don’t go,’ was a problem 
that cropped up from time to time. Insistence 
on requisitions for all purchases and refusal of 
phone orders has eliminated many headaches and 
misunderstandings. This also applies to the 
engineering department on changes. All orders, 
and changes to orders, must be accompanied by 
a print, including final revisions. This has done 
away with promiscuous ordering, particularly on 
tools and maintenance equipment.” 


D. L. Watson, purchasing agent, Universal Dy- 
namics Corp. (dehumidifying equipment), Arling- 
ton, Va.: 


“Increased use of blanket purchase orders. Our 
vendors by knowing our requirements are able to 
maintain stocks for more rapid delivery, and we 
have realized lower prices due to negotiation on 
higher quantity levels.” 


C. W. Wolfe, purchasing agent, Insley Mfg. Co. 
(excavators, cranes, etc.), Indianapolis: 


“Much has been said over the past few years 
about the materials management concept of 
operation within the purchasing department but 
not until a complete switch to this method did 
we realize its real value and worth. The com- 
plete transition has now been accomplished but 
its true value will be realized over the ensuing 
months. Materials are now controlled throughout 
the plant regardless of its space or conditions and 
purchases made therefrom.” 


Purchasing executives answer this question: 
What affect has the Chrysler-Newberg 
case had on the status of purchasing in 


general? 


You can suggest a question to be answered in this department by writing: 
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PURCHASING WEEK Asks 
330 West 42 St. 
New York 36, N. Y. 


Follow-Up: Letters and Comments 


AMA Survey 
Cleveland, Ohio 


In the Nov. 7 issue you showed tabu- 
lated results of an American Management 
Assn. survey conducted in 88 corpora- 
tions on purchasing personnel (“P.A. 
Performance Measured by Cost-Cutters,” 
p. 1). 

The first sentence in the boxed tally 
asked, “How many purchasing men does 
your company have?” Under the per- 
centage group you give figures for 
purchasing employees. 

We, like many other companies, are 
continually looking for yardsticks that we 
can use to size the efficiency of our 
purchasing department. The statements 
of men and employees in the survey 
results are confusing. 

Does the percentage of total employ- 
ment apply to male help, which we 
assume would include buyers, purchas- 
ing agents, office managers, etc., or does 
it apply to all purchasing department 


help including stenographic and clerical? 
W. F. Eberle 

Manager 

Supplies & Construction 

Diamond Alkali Co, 


@The heading ‘Purchasing Employees 
as % of Total Employment’ applies to 
all purchasing department help, includ- 
ing stenographic and clerical employees. 


Hawthorne, Calif. 

I read with interest some excerpts from 

an AMA survey of purchasing depart- 

ments in your Nov. 7 issue. I would ap- 
preciate your sending me a copy. 

Arnold Cornfeld 

Assistant Director of Purchases 

Mattel, Inc., Toymakers 


@Complete reports on the survey are 
limited to the 88 firms that participated. 
For information on specific points, write 
John Enell, American Management Assn., 
1515 Broadway, N.Y, 36, N.Y. 


Allenpoint's deep, full-circle 
bite assures tremendous 
resistance to removal torque! 
Stays tighter longer! 
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stay tight under heavy strain and vibrations, specify 
ALLENPOINT, Here’s why you can always depend 
on ALLENPOINT: proper design of the cup diameter 
results in a rugged grip that makes the full-circle pat- 
tern you see here... deep, strong, clean sockets allow 
full wrenching leverage...and uniform Class 3A 
threads assure a tight friction lock over the entire 
length of Allenpoint Set Screws. 
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tails—he’s always ready, willing, and 
able to give you prompt, practi- 
cal service! 


1910-1960 


ALLEN MANUFACTURING COMPANY 


HARTFORD 1, CONNECTICUT, U.S.A. 


Purchasing Week 


11 


New Mergers and Acquisitions 


Plywood Corp. 


New York — U.S. Plywood 
Corp. has purchased 50% in 
terest in Bohemia Lumber Co. 
of Culp Creek, Ore. The pur- 
chase, for an undisclosed amount 
of cash, was made to “solidify 
the contractual relationship be- 
tween the two companies,” a 
spokesman said. 

U.S. Plywood presently buys 
Bohemia’s fir output, which 
amounts to 60-million sq. ft. 
annually. 


City Products 


Chicago—City Products Corp. 
has purchased Herst-Allen Co., 
one of the nation’s largest sup- 
pliers to supermarkets and food 
chains. 

Herst-Allen, with annual sales 
of about $15-million, will be op- 
erated as a separate division. 
Terms of the purchase were not 
disclosed. 

Herst-Allen distributes more 
than 2,500 non-food products 
to supermarkets in the Midwest. 
The company provides complete 
service for warehousing and set- 
ting up store displays. 


Pacific Power 


Portland, Ore.—Pacific Power 
and Light Co. has agreed to buy 
the Electric and Water Service 
Systems from the Southern 
Wyoming Utilities Co., a sub- 
sidiary of the Union Pacific Rail- 
road. The utility operates in the 
Rock Springs and Green River 
areas in Wyoming. 

The acquisition, for a price of 
$3.2-million, includes a 20,000 
kilowatt generating plant owned 
by another railroad subsidiary, 
the Union Pacific Coal Co. 


Marquette Cement 


Chicago—Marquette Cement 
Mfg. Co. will take control of the 
North American Cement Corp. 
through an expansion of common 
stock. The merger is subject to 
the approval of stock owners who 
will meet Jan. 10. 

North American has cement 
producing plants at Catskill and 
Howes Cave, N. Y. and Security, 
Md., and a shipping plant in 
Framingham, Mass. 


OPW-Dover 
Cincinnati — OPW Corp., 


manufacturer of specialty valves, 
has merged with the Dover Corp. 
of Washington. The project in- 


A. M. Byers Launches 
Drive to Market Pipe 


Through Distributors 


Pittsburgh—A. M. Byers Co., 
has kicked off a national drive 
to sell steel pipe through its dis- 
tributor network. 

The 97-year old firm, well 
known as a producer of wrought 
iron products, will manufacture 
the steel pipe in grades A53 and 
A120, in a wide range of finishes, 
sizes and weights. 

The pipe will be produced at 
the firm’s Pittsburgh mill and in- 
ventories will be maintained at 
Sharon, Pa. New distributors 
will be added to Byers’ present 
network to aid the marketing 
drive. , 
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volves payment of $10-million in 
cash and 247,000 shares of 
Dover common valued at close 
to $4.5-million. 

Dover manufactures oil field 
equipment, gas heaters, sealing 
devices, hydraulic material han- 
dling equipment and elevators. 


Missile Systems Corp. 


Los Angeles—Missile Systems 
Corp., manufacturer of electronic 
assemblies, has acquired Data- 


Mation of Los Angeles. Data- 
Mation is engaged in data 
reduction, processing, and docu- 
mentation for the missile and 
aviation industry. 


B.B.M. Photocopy 


New York — B. B. M. Photo 
copy Mfg. Corp. has purchased 
Van Dyke Laboratories, Morris 
Plains, N. J. Van Dyke special- 
izes in supplying chemicals for 
duplicating equipment. 


Hupp Corp. 


Cleveland — Hupp Corp., 
manufacturer of industrial prod- 
ucts, has taken steps to acquire 
the Flour City Ornamental Iron 
Co., Minneapolis. Flour City de- 
signs and fabricates architectural 
metal work and a line of small 
aluminum and fiber glass boats. 
Flour City’s 1959 sales totaled 
$10-million. 


Wilbur-Ellis 


Detroit—L. H. Butcher Co., 
wholesaler of industrial chemical 
supplies and equipment, will be 
sold to Wilbur-Ellis Co. by its 


parent company, the Udylite 
Corp. on Dec. 1. 

The acquisition will greatly 
extend Wilbur-Ellis’ chemical 
distribution business. L. H. 
Butcher’s annual sales total ap- 
proximately $18-million. 


Sunray Mid-Continent 

Greenville, Miss. — Sunray 
Mid-Continent Oil Co. is expand- 
ing its marketing facilities in 
Mississippi with the purchase of 
Geyer Oil Co. of Greenville. The 
purchase includes 16 service 
stations and 6 bulk plants for- 
merly distributing Philips Petro- 
leum Co. products. 


If you don’t know where to purchase the best possible 
stapling equipment for your office, let Swingline 
help you! We’re going to give you the opportunity to 
try all the wonderful equipment made by Swingline, 
the world’s largest manufacturer of staplers for 
home and office! (In fact, if you send a request on 
your letterhead, we’ll send you, FREE, Swingline’s 
modern, easy-action staple remover !) 

We make a stapler for your every possible office need 
—even that special one Sadie in the Sales Depart- 
ment has been annoying you for. For example, we 
have that feather-touch wonder, the completely auto- 
matic electric stapler that requires only the lightest 
finger-tip touch to turn out tons of fastening work. 
If it’s a master desk stapler you’re after, our No. 4 
holds 210 staples—loads instantly in our exclusive 
open channel. No. 3 is a shorter desk model... No. 27 


-Swinghne. INC. LONG ISLAND CITY 1,N. Y. 


THE PRESIDENT OF SWINGLINE 
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a rugged marvel that can be imprinted with your 
company’s name, too. Looking for versatility? 
No. 77S staples, tacks, pins, fastens and — what’s 
more!—stores 500 staples. Purchasing for a small 
office? No. 99 answers your problems here— designed 
specifically for smaller areas, yet holds 105 staples 
for ready action. 

Only Swingline staplers guarantee split-second 
loading, jam-proof performance! And, they’re all 
sensibly priced—an important fact for purchasing 
people to keep in mind! 

But we said we’d let you try Swingline — and we 
meant it! Call us today at STillwell 4-8555. We’re 
ready to discuss all your stapling problems — at 
length !—and delighted to send you the stapler that 
will answer your individual need for a FREE 10-day 
trial. No obligation, we might add! 


FS 


automatic electric 


World's Largest Manufacturer of Stapiers for Home and Office « In Canada: Saxon Office Equipment, Lta., 156 Evans Avenue, Toronto 14, Canada 
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Job-Seeking Youths Boost Unemployment Rate 


New York—Current figures on 
unemployment aren’t nearly so 
bad as they appear to be at first 
glance. 

Although more than 6 out of 
every 100 workers can’t find jobs 
today—the highest rate of unem- 
ployment since December, 1958, 
a closer look at the over-all 
figures indicates that the current 
business slowdown is only par- 
tially responsible for the rise in 
unemployment. 

For one thing, this year the 
economy has had to absorb 
an unusually large number of 
youngsters. And it’s this group 
—just coming out of school into 
the labor force—that’s finding 
the going roughest. 

In addition, unemployment has 
been spotty rather than across- 
the-board. On an industry basis, 
it’s mostly the hard-hit durable 
lines that report the biggest 
pockets of unemployment. And 
on an occupation basis, it’s the 
unskilled laborers—mostly those 
being replaced by machines— 
that show the highest rates of job- 
lessness. 


Spottiness Is Good 


This spottiness is a good sign, 
for if unemployment were signal- 
ing real trouble ahead it would 
be across the board, hitting all 
types of workers at once. 

A careful analysis of the over- 
all figures underscores this dis- 
parity in jobless rates. 

By far the highest rate of un- 
employment occurs in that part 
of the labor force between the 
ages of 14 and 24. In this age 
group the jobless rate is running 
at 9.3%. Compare that to a 
4.2% rate for the rest of the 
labor force. 

The reason for this high rate 
among youngsters can be found 
in the stepped-up birth rate of the 
1940s. Almost 2-million in the 
14 to 19 year-old class started to 
look for their first job this year. 
Obviously all couldn’t find jobs 
at once. That’s why there’s such 
high unemployment accompany- 
ing today’s record employment 
levels (see chart). 


Durable Goods Area 


On an industry basis the 
greatest increase in joblessness 
over the past year occurred in 
the durable goods manufacturing 
area. 

In the past year the unemploy- 
ment rate in that area soared 
from 5.3% to 6.5%. 

Compare that to non-durable 
lines. A year-to-year comparison 
in this area shows only a slight 
fractional rise—from 5.5% to 
5.7%. 

The sharply rising rate in hard 
goods can, of course, be ex- 
plained by the sloughing off in 
demand for durables—particu- 
larly at the consumer level. Ex- 
amples are evident in the disap- 
pointing sales and high finished 
goods inventories of major appli- 
ances. 


Technological Inroads 


The inroads that rapid tech- 
nological advance is making 
among both white and blue-col- 
lar workers is evident when un- 
employment is examined by oc- 
cupation. 

Over the past year, the un- 
employment rate has risen from 
9.8% to 10.9% for laborers (ex- 
cept farm and mine), from 6.5% 
to 7.3% for machine operators 
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and kindred workers, and from 
3.7% to 4.1% for clerical 
workers. 

On the other hand, joblessness 
did not increase for skilled 
workers and foremen, and actu- 
ally declined for professional and 
technical employees. 


Seek Better Jobs 


Another reason for unemploy- 
ment, that isn’t evident from gov- 
ernment statistics, is the large 
number of workers—estimated 
at 10% of the jobless total in 
August—who quit their jobs to 


look around for much better ones. 

Comparisons of the U.S. em- 
ployment rate with that of other 
industrial nations, which have re- 
ported recent unemployment rates 
much lower than ours, can be 
misleading. 

The American figures include 
everyone over 14 who would like 
to work. In most foreign coun- 
tries only those receiving un- 
employment compensation are 
counted. If U.S. followed for- 
eign tabulating systems, our un- 
employment rate would be cut 
approximately in half. 


¢ % Unemployed. 


Workers Employed (in 
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Employment vs Unemployment 


Employment 
(right scale) 4 


Unemployment 
(left scale) 
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The Ludlow Method 
2-STRIP CASE SEALING 


FASTER —- STRONGER - COSTS LESS 


OLD WAY (38.5 Seconds) White lines 
show actual motions required for sealing just 
the top of a container with plain paper tape. 


LUDLOW METHOD (11 Seconds) The same job is 
done in a single motion. And tough multi-directional fibre 
reinforcements make closures nearly 3 times as strong. 


The tapes that broke the six-strip habit! 


Ludlow’s reinforced tapes, SNAKETAPE and GLASPUN, are so strong that only 


two strips are required to seal your cartons instead of the six strips required when 
plain paper tapes are used. This faster, stronger center seam closure method actually 
reduces your tape application costs by 66%. Both SNAKETAPE and GLASPUN are 


approved for shipment on all carriers, including railroads under U.F.C. Rule 41. 


Be sure to specify Ludlow reinforced tapes — either glass-reinforced GLASPUN, or 
world-famous SNAKETAPE, the only reinforced tape with rayon reinforcement. The 
Ludlow name is your best assurance of uniform quality and dependability. 


LupLow Papers °* 


A-SNAKETAPE°® 
Rayon-Reinforced 


Needham Heights, Mass. ¢ 


B-GLASPUN® 


Glass-Reinforced 


v 


Dept. PW 110 


Please send me more information on the Ludlow 2Strip Sealing 
Method. I am now using [] Staples [] Wire Stitching () Plain Paper Tape 


Zone ___ State 


VPI-Coated Papers « Greaseproof Papers » Waterproof Papers + Poly-Coated Papers * Gummed Tapes + Federal Spec. Papers + Label & Specialty Papers + Plastics 
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SAFE FOR A RAINY DAY: Underwriters’ Lab conducts shower test to 
determine safeness of outdoor switch (under load) mounted on siding. 


UL Services Offer Benefits to P.A.s 


New York—P.A.’s who aren’t 
acquainted with the services 
offered by Underwriters’ Labora- 
tories are missing a good bet in 
safety, savings, and standards. 

“Most purchasing agents just 
don’t know all the benefits and 
free services offered by UL,” says 
R. W. McNabb, service engineer 
for the Laboratories. “We can 
save the P.A. a lot of headaches 
when it comes to meeting local 
safety ordinances and even the 
regulations of national agencies 


Here’s a summary of the serv- 
ices offered by UL: 

@ Product 
reports. 


investigations and 


@ Follow-up inspections. 

@ Standards bulletins. 

@ Safety information, including 
films. 

Underwriters’ Laboratories pub- 
lishes a list of 600,000 products 


that bear the UL mark of ap- 
proval. These range from office 


such as 
military.” 


ICC, GSA, and the] equipment to burglar alarms, and 


approval by UL means the prod- 


-wWwSTOME 2&2 RAG 


COMPONENTS 


IN DUSTRY 


STAINLESS STEEL JEWELS 
make facsimiles by the million! 


OHIO RUBBER can, and regularly does 
produce 100,000 identical rubber parts per 
day from one set of production tooling. 
The jewel-like precision of the self regis- 
tering molds shown above—actual size—is 
a key factor in ORCO’s high speed, high 
accuracy, continuous molding process. 
AUTOMATIC INTEGRATION of pro- 
cessing steps which are usually handled 


separately eliminates variables—provides 
precise control for achieving the ultimate 
in product uniformity. RUBBER PARTS 
up to 14%” in diameter and 1” in thickness 
produced by this process are distinguished 
by uniformity, minimum flash and pre- 
cision tolerance of + .003”. 

QUANTITY REQUIREMENTS involv- 
ing not less than 500,000 parts proves 


best for this new process. 


“DO YOU use small precision molded 
rubber parts by the million?”’, if so, the 
full story of ORCO“\CUSTOMEERED” 
Continuous Molding is yours via free 
Bulletin CM-100. Send for your copy 
today to see how custom molded, pre- 
cision rubber parts can be produced in 


volume—at less cost. MP-160 


THe OQunio Ruesser Company 


W 
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A DIVISION OF THE EAGLE PICHER COMPANY 
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uct measures up to the Labora- 
tories’ safety standards. 

To the P.A., in cold dollars and 
cents, this means reduced main- 
tenance costs, medical savings, 
lower insurance rates, and sim- 
plified purchasing through stand- 
ardization. 

Here’s an example, cited by 
McNabb: General Services Ad- 
ministration publicly announced 
more than two years ago that it 
would accept UL approval on 
items purchased for the govern- 
ment. Yet, says McNabb, many 
P.A.’s still fail to buy UL-ap- 
proved components for an as- 
sembly product to be sold to the 
government. This means inspec- 
tion of each component, and of 
the whole assembly, is necessary 
—and the P.A.’s company has to 
foot the bill. 


Issues Standards Bulletins 


In addition to its listing of ap- 
proved products, UL also pub- 
lishes 250 standards bulletins. 
These are sent without charge to 
manufacturers who want to design 
their products to meet UL ap- 
proval and to P.A.’s in general, 
regardless of whether UL ap- 
proval is sought for the end 
product. 


Underwriters Laboratories act-— 


ually has four different inspection 
services, with a separate “ap- 
proved” label for each one. The 
labels don’t signify varying ranks 
in quality; they merely denote a 
difference in the type of inspec- 
tion. 


Six General Areas 


Inspections cover six general 
areas: electrical, chemical, fire 
protection, burglary protection, 
gas and oil, and casualty and 
automotive. 

The different inspection serv- 
ices are: 

@ Label service. 

®@ Re-examination service. 

@ Die label. 

® Certificate service. 

Typical products inspected 
under the Label Service would be 
lightning rods, fire extinguishers, 
oil burners and electrical signs— 
items that are not usually con- 
sidered production line assem- 
blies. 

These products often contain 
a high degree of potential danger, 
or at least depend upon careful 
workmanship to insure safety. 
For these reasons, Underwriters’ 
Laboratories engineers inspect 
them frequently and supply UL 
inspection manifests to signify 
Laboratories approval. 

Inspection manifests can be 
seen on almost all fire ex- 
tinguishers, for example, and 
paper manifests often are at- 
tached to power cords, for stand- 
ard office equipment. They all 
carry the words: “Underwriters’ 
Laboratories Inc. Inspected,” and 
bear the name of the device and 
a serial (or issue) number. 


A Full Bill of Health 


Once you spot this manifest, it 
is a guarantee of UL approval. 
You don’t have to check the lab’s 
published list of approved prod- 
ucts to be sure the product is UL 
approved. 

Items that come under Re-Ex- 
amination Service are usually 
production line products, or prod- 
ucts that do not contain such a 
high degree of potential danger, 
and therefore need not be in- 


spected quite so frequently. They 
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include such things as lift trucks, 
electric terminals, water coolers, 
and electric floor polishers. These 
can be identified as UL-approved 
only by checking the Lab’s list of 
approved products. Manufactur- 
ers often mark Re-Ex items with 
a circled UL, with permission of 
the Lab. However, some manu- 
facturers who could use the seal 
do not. In addition, Underwrit- 
ers’ Laboratories has found that 
some manufacturers use the sym- 
bol without UL permission. 

Die label applies to such things 
as small switches and water pipes 
that usually are cast or molded. 
Die Labels are just as authorita- 
tive as inspection manifests, and 
can be recognized by the product 
name and number, and the words: 
“Underwriters’ Laboratories Inc. 
Inspected.” 

Certificate Service applies to 
treated material, such as wood or 
cement blocks. Under Certificate 
Service, individual batches or lots 
of the manufacturer’s product are 
approved and certified and the 
manufacturer receives an ap- 


Right Psychological Tack 
Will Sell Value Analysis, 
Expert Tells Philly P.A.'s 


Philadelphia—How to win 
management and engineering sup- 
port for value analysis programs 
was the big question local P.A.’s 
threw to a visiting value analysis 
expert. 

“Minimize personal loss” was 
one of the answers Lawrence D. 
Miles, manager, Value Service, 
General Electric Co., Schenec- 
tady, N. Y., gave at the Phila- 
delphia Assn.’s November meet- 
ing. 

Miles asked the group to con- 
sider and weigh these factors: 

“What does the boss think? 
What does the company think? 
What are your own attitudes and 
prejudices?” These, he said are 
important considerations in trying 
to sell value analysis. 

If the purchasing agent fol- 


‘ows the right approach, persons 


originally against value analysis 
will come around to it in time, 
Miles advised. Some manage- 
ments, he said, would never 
accept a P.A. or an analyst chal- 
lenging “decisions” and “con- 
cepts” of long standing. It would 
make them look foolish to dis- 
cover suddenly that they’ve been 
costing the company so much 
money for nothing. “But,” he 
stressed, “I think that most top 
managers will buy it.” 

As for the engineers: “You'll 
find that most of the time you're 
both on the same side trying to 
accomplish the same aims,” he 
said. 

Chiding P.A.’s for taking 
“specs” as gospel, Miles told the 
group they should analyze, in- 
vestigate, check, and _ recheck. 
He kept pounding home one point 
over and over again, “Start buy- 
ing for the function instead of 
buying to specifications.” 

Miles hit out hard at purchas- 
ing men who insist that value 
analysis “is just plain common- 
sense buying technique.” Warn- 
ing against counterfeit versions, 
he said, “sometimes a name is 
erased off the door and ‘value 
analysis’ is put up. But you 
can’t just change the name of a 
family sheep dog, call it a ‘cow’ 
and get milk from it.” 
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proval certificate which he can 
show to prospective buyers, but 
again, it is often more practical to 
consult the Lab’s publications to 
find out who their manufacturers 
are. 

Underwriters’ Laboratories is a 
non-profit organization sponsored 
by the National Board of Fire 
Underwriters. Its operating ex- 
penses come from manufacturers 
seeking UL approval. 

Publications generally are of- 
fered free of charge. These in- 
clude the UL approval lists, 
which are published annually and 


Through Savings, Safety, Standards 


supplemented with bi-monthly 
additions; 51 research bulletins, 
and the 250 standards bulletins 
mentioned previously. Safety 
films also are provided free but 
require return postage. 

Publications and film can be 
obtained by writing to Under- 
writers’ Laboratories, Inc., at any 
of these addresses: 

161 Sixth Ave., New York 13, 
N. Y. 

207 E. Ohio St., Chicago 11, 
Ill. 

1655 Scott Blvd., Santa Clara, 
Calif. 


TEST EQUIPMENT GETS CHECK: R. W. McNabb, UL service engineer, 
looks over maze of electrical wiring in load bank used in Lab tests. 


@ No matter how Jarge or how small your product is— 
in fact, no matter what it is—INLAND is equipped to 
find the best way to pack and ship it. : 

We make this statement based on our experience in 
building containers for literally thousands of customers 
and products. There’s scarcely a packaging problem we 
haven't already faced—and solved. 


MILLS: 
Macon, Georgia 
Rome, Georgia 


BOX PLANTS: 
Indianapolis, Indiana 
Middletown, Ohio 
Winchester, Virginia 
Milwaukee, Wisconsin 
Evansville, Indiana 
Detroit, Michigan 
Macon, Georgia 


Erie, Pennsylvania 
Ashtabula, Ohio 
Orlando, Florida 

Rome, Georgia 
Biglerville, Pennsylvania 
Louisville, Kentucky 
Dallas, Texas 

Chicago, Illinois 
Philadelphia, Pennsylvania 
Baltimore, Maryland 
Omaha, Nebraska 
South Haven, Michigan 
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Have problems with breakage? Shipping costs cutting 
your profits ? Have a product requiring entirely new pack- 
aging concepts? Does your package have sales appeal ? 
We've designed some of the most ingenious solutions 
you've ever seen in your life. 

We have a world of information on packaging. What 
would you like to know? 


INLAND CONTAINER CORPORATION 
Corrugated Fiber C 


ontainers 


General Offices: Indianapolis, Indiana 
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Ryder Eyes Acquisition of Suppliers to Cut Costs 


Miami—Ryder Systems, Inc., 
one of the nation’s biggest com- 
mon carriers and truck leasing 
firms, has announced that “the 
next area of Ryder expansion 
would be to manufacture more 
of our own product.” 

James A. Ryder, president, 
said the new policy is designed to 
give the shipper “a better eco- 
momic package” by tightening 
control over suppliers and by pur- 
chase of supplier firms. Even- 
tually, it is expected that about 
half of the firm’s $60-million 
worth of supplies annually will 
come from  Ryder-controlled 
sources. The firm does virtually 
no manufacturing at the present 
time. 

In recent yeai's the firm has ex- 

anded widely in the trucking and 
easing field, adding more than 
two-score companies to its opera- 
tion. The latest was the acquisi- 
tion of Southern Plaza Express, 
Dallas (see P.W., Nov. 21, ’60. 
p. 8). 

However, the rapid expansion 
has also landed Ryder in hot 
water with the Justice Dept., 
which is currently pressing an 
antitrust suit. 

The switch to control of sup- 
pliers is seen as a way of avoid- 
ing further entanglements with 
the Justice Dept. and at the same 
time cut costs for both Ryder 
fleets and shippers. 

Ryder is now pushing a num- 
ber of ideas which the firm's 
president says will provide better 
transportation services for its cus- 
tomers. 

Among these are: 

®@ The development of a singl: 


Oilman Hits at Claims 


By Common Carriers 


Chicago — An oil executive 
fired a broadside at common 
carriers in the growing “hot war” 
between private and regulated 
carriers. 

“No matter where we turn, we 
find private carriage under strong 
and continuous attack, not only 
by direct charges but also by un- 
substantiated intimidation,” said 
F. B. Hufnagel, Jr., assistant to 
the vice president of Sun Oil Co., 
before the Transportation Club 
of the Petroleum Industry. 

The speaker challenged: 

@Common carrier allegations 
that private fleet operations are 
unprofitable and inefficient. 

® Accusations that oil com- 
panies “skim the cream” off good 
shipments. “I wonder how often, 
over the years our common car- 
riers have ‘creamed’ our ship- 
ments, leaving the undesirable 
hauls for the private trucks and 
the railroads.” 

He also took issue with com- 
mon carrier claims that they pro- 
moted aluminum for tank trucks. 
Private truckers in the oil indus- 
try pioneered in the use of alumi- 
num tanks, high-tensile steel, and 
molded plastic tanks for trucks, 
he asserted. 

There is a place for both pri- 
vate motor trucks and common 
carriage in the field of petroleum 
transportation, Hufnagel said. 

“Neither, should try unfairly 
to usurp the role of the other,” 
he said. “Rather, we should move 
together down the road toward im- 
proved safety practices, advances 
in technological development, in- 
creased operating efficiencies, and 
better coordinated efforts.” 
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truck-rail bill of lading which 
would consolidate responsibility 
and simplify paperwork for 
shippers. 


@Expanded pickup and de- 
livery services for railroads on 
volume traffic to reduce cost per 
truck and the over-all cost to the 
railroads. Savings might be 
passed along to shippers in the 
form of lower rail charges, Ryder 
said. 


®@ More use of piggyback, Ryder 
is currently negotiating with both 
the Atlantic Coast Line and the 


Seaboard for piggybacking to and 
from more northerly parts of the 
rail system such as Atlanta and 
Charlotte. 


@ Ties with airlines. Ryder has 
recently begun handling Latin 
American export-import freight 
from Pan American coming into 
Miami through interline agree- 
ments. 


“Carriers have to face the 
fact,” Ryder said. “They have to 
do a better job or there will be 
more private carriage,” he 
warned. 


ee —— . ees a i 
WET SLEEVE ENGINE: New truck series by Diamond T features replace- 
able alloy steel cylinder sleeves and walls that are part of the block. 


Pictured above is the six-wheel 4300; companion is the two-axle 4000. 


ALUMINUM ¢ BRASS ¢ COPPER ¢ STAINLESS 


One phecne call to Chase ‘ 


ROD users! Investigate Chase 3-Mark Free- 
Cutting Brass. It runs at higher speeds, avoids 
costly jam-ups and mis-feeding. Uniform 
lengths facilitate multiple-feed operations 
with minimum scrap. Check coupon for details. 


STRIP users! Special processing of Chase 
S-19 Brass Strip at the mill gives this metal 
finer, close-grain surface. Expert handling 
from mill to you protects it. Check coupon 
for more information about Chase strip. 


WIRE users! There’s a special service for you 
...the expert assistance of the Chase Wire 
Service Man. He’ll tell you which of the 
many wire alloys we make is best for what 
YOU make. To see him, check the coupon. 
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Air Freight Again 
30; on the Rise P/ WW 


regulated trucks.” 


TRANSPORTATION MEMOS 


Barge operators and waterway interests are also encouraged 
by the Nov. 8 turn of events, pointing to Kennedy’s pre-election 
TIRTEEEEee opposition to tolls. Prior to the election, Kennedy, through his 
1958 1959 1960. Natural Resources Advisory Committee, issued a statement that 
gave recognition to “measurable economic benefits of improved 


Election Postscript: Transportation interests, particularly waterways . . 
truckers and waterway operators, have made it clear they are 
happy with Kennedy’s election. 

The Regular Common Carrier Conference of the American 
Trucking Assn. says in its current news letter to members that 
the trucking industry will get a “fair hearing” under Kennedy. 

The trucking industry generally considered the Eisenhower 
Administration to be pro-railroad. The aim of the Eisenhower 
Commerce Dept., the conference letter says, has been: “Save the 
railroads by doing something to their competitors, especially the 


declared his 
and so-called user charges.” 


. in excess of the Federal costs involved” and 
to “tolls, toll-equivalent taxes 


Regulation Prospects: Even railroads are taking heart for, on 
the heels of policy statement on waterways, Kennedy issued a 
paper, “Toward a Strong Railroad Industry,” in which he called 
for release of the roads from “burdensome and unnecessary gov- 
ernment regulation.” He pledged to carry out a census of trans- 
portation so that Congress and the executive branch will have 
adequate and accurate information on which to act. 

Another heartening sign, of course, was Kennedy’s appointment 
of James M. Landis to make a study of regulatory agencies. In 
his report, due Dec. 15, Landis is expected to recommend top 
flight administrators and more uniform procedures to overcome 


gets them all! 


Stocks and skilis in metals that are outstanding in our 
industry are at your service and at your elbow, too, simply 
by calling Chase. You can be sure of the metals you need 
in the forms you want...when you want them. 


But that’s only part of Chase service. The industry’s 
most complete network of warehouses and sales offices 
..-metallurgical assistance from experts in their fields... 
painstaking care at the mill and in processing your order. 
You get all these—and more—when you rely on Chase. 


Mail the coupon at right for up-to-the-minute stock lists. 
And phone your next order for aluminum, brass, copper 
and stainless to the Chase Multi-Metals Service Center 
near you —for service no other company can match. 
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Chase Multi-Metals Service Centers: 


ATLANTA 10, GA. 
695 Stewart Ave., S.W. 
Tel. PLaza 5-5731 


BALTIMORE 30, MD. 
1315 Key Highway 
Tel. PLaza 2-2565 
BOSTON 4, MASS. 
411 “D” Sireet 

Tel. Liberty 2-0126 


CHARLOTTE 2, N. C. 
222 S. Church St. 
Tel. EDison 2-4152 


CHICAGO 339, ILL. 
5401 W. Grand Ave. 
Tel. TUxedo 9-4000 


CINCINNATI 2, OHIO 
222 Post Square 
Tel. PArkway 1-3326 


CLEVELAND 3, OHIO 
4000 Chester Ave. 

Tel. HEnderson 2-2300 
DALLAS 7, TEXAS 

5052 Sharp St. 

Tel. FLeetwood 7-8187 
DENVER 16, COLORADO 
5101 Colorado Bivd. 

Tel. DUdiley 8-2441 


DETROIT 38, MICHIGAN 


14480 Woodrow Wilson Ave. 


Tel. TOwnsend 8-2939 


GRAND RAPIDS 2, MICH. 
200 Division Ave., N. 
Tel. GLendale 9-7136 


HOUSTON 1, TEXAS 
16 Drennan Street 
Tel. CApitol 2-7266 


INDIANAPOLIS 21, IND. 
1609 Oliver Avenue 
Tel. MElrose 7-1543 


KANSAS CITY 8, MO. 
710 Washington St. 
Tel. Victor 2-1710 


LOS ANGELES 54, CALIF. 
6500 E. Washington Bivd. 
Tel. RAymond 3-5351 


MILWAUKEE 1, WIS. 
1741 W. St. Paul Ave. 
Tel. Division 2-7630 


MINNEAPOLIS 3, MINN. 
145 N. Tenth St. 
Tel. FEderal 6-4661 


NEW ORLEANS 25, LA. 
1000 So. Jeff. Davis Parkway 
Tel. HUnter 6-5441 


NEW YORK—NEWARK 
55-60 58th St. 
MASPETH 78, L. !., N. Y. 
Tel. TWining 4-0500 

Tel. Bigelow 8-1700 


PHILADELPHIA 40, PA. 
20th and Venango Sts. 
Tel. BAldwin 3-5800 


PITTSBURGH 33, PA. 
1001 Brighton Road 
Tel. CEdar 1-7900 


PROVIDENCE 1, R. I. 
66 Branch Avenue 
Tel. DExter 1-2300 


ROCHESTER 14, N. Y. 
45 Exchange St. 
Tel. HAmilton 6-3959 


ST. LOUIS 10, MO. 
4641 McRee Ave. 
Tel. PRospect 6-3111 


SO. SAN FRANCISCO, CALIF. 
230 Shaw Road 
Tel. JUno 3-4994 or PLaza 6-4809 


SEATTLE 4, WASH. 
1957 First Ave., S. 
Tel. MAin 4-1862 


WATERBURY 20, CONN. 
40 East Farm St. 
Tel. PLaza 6-9444, Ext. 209 


Chase 


BRASS & COPPER CO. watersury 20, CONN. 
Subsidiary of Kennecott Copper Corporation 


NAME & TITLE 


CHASE BRASS & COPPER CO. 
DEPT. PW-11, WATERBURY 20, CONN. 


Please send me the following literature: 


C Aluminum Stock List [) Stainless Steel Stock List [ S-19 
Brass () 3-Mark Free-Cutting Rod [ Mill Products Catalog 


CZ Please have Wire Service Man get in touch with me. 


COMPANY 


STREET ADDRESS. 


CITY. 


ZONE STATE 
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the costs and delays in regulatory 
litigation. Landis, a veteran regu- 
lator, has served on the FTC, 
SEC, and CAB. 
eee 
Service Charge Warning: The 
ICC has told regulated motor 
carriers to charge and collect 
from shippers, inside delivery 
charges when the service is ren- 
dered, in accordance with pub- 
lished tariffs. Shippers are equally 
liable under the law if they wil- 
fully and knowingly violate the 
provisions of the act. 
eee 


Rate Increase: The Canadian 
Post Office has announced that 
parcel post rates on conventional 
mailings will be increased March 
1, 1961. The new rates for 1-Ib. 
parcel mailed to a destination in 
the same province will be 23¢ 
compared with the present rate 
of 16¢. The cost of mailing the 
same parcel to an adjacent 
province or zone will increase to 
24¢ from 17¢. 

eee 


Air Cargo Booms: Pan Ameri- 
can World Airways notes that 
its transatlantic cargo traffic for 
first nine months jumped 46% 
compared to the ’59 period. Pan 
AM carried more than 6,000 tons 
in nine months, equal to the total 
for all of last year. 

eee 


Truck-Air Net Grows: REA 
Express (formerly Railway Ex- 
press) has added four more air- 
lines to its network for providing 
express service to cities not have 
ing airport facilities. 

REA now has contracts with 
13 airlines. Latest to join: Alaska 
Airlines, Inc., Capital Airlines, 
Inc., Continental Airlines, Inc., 
and Mohawk Airlines, Inc. 

eee 


Maintenance Cost Study: The 
average haul length appears to 
exert the strongest influence on 
maintenance cost for over-the- 
road truckers, according to a 
research report of the American 
Trucking Assns., Inc. 

The report showed average re- 
pair and servicing costs per mile 
of operation for intercity trucks 
averaged 4.7¢ not including, fuel 
and oil. 

eee 

Whistlestops: California Cargo 
Containers, Inc. has purchased 
the cargo container leasing busi- 
ness cf Transport Shield Systems, 
Los Angeles . . . Yale Transport 
Corp. has increased the size of its 
Boston terminal . . . Avondale 
Marine Ways, Inc., will build two 
refrigerated petrochemical barges 
for Phillips Petrochemical Co., 
Bartlesville, Okla. . . . The South- 
eastern Virginia Planning Com- 
mission will study methods of 
fishyback and piggyback by its 
newly appointed committee on 


trucking facilities. 
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Industry News in Brief 


Firm Adds Line 


Grand Junction, Colo.—Gen- 
eral Meters, Inc. has decided to 
make rather than buy electrical 
indicating instruments. 

“Delivery dates, even from 
large, long-established suppliers, 
were unsatisfactory,” explained 
Robert Van Houten, president. 
“We finally decided that if the 
large instrument manufacturers 
had such tremendous order back- 
logs there was room in the field 
for new suppliers.” 

The firm reports an order 
backlog of ‘$240,000 for meters 
used by the automobile industry 
and the aircraft and missile in- 
dustries. 


IBM Opens Data Center 


Los Angeles — International 
Business Machine Corp. has 
opened a data center at 3424 
Wilshire Blvd. The local opera- 
tion is the fifth IBM service 
center in the country. The center 
is equipped with three large com- 
puter systems, a large-scale tran- 
sistorized 7070, a medium-sized 
RAMAC 650, and a smaller 
1401 computer. 


Curtis Adds Distributor 


St. Louis—Curtis Mfg. Co. has 
named Hempel & Hogle, Mar- 
cellus, N. Y., as industrial sales 
representatives for Curtis Indus- 
trial Division Products. Curtis’ 
line of air compressors, air tanks, 
air hoists, and I-beam trolleys 
will be handled by the new sales 
agents. 


Hercules Names Polymer 


Wilmington—Hercules Pow- 
der Co. has appointed Polymer 
Industries as sales agents for its 
CMC warp size. Polymer, with 
Offices in Springdale, Conn., and 
Greenville, S. C., will act as Her- 
cules’ sales agent to the man- 
made fiber and wool sections of 
the textile industry. 


New Distributor Named 


New York—Glyco Chemicals 
has named Quad Chemicals 
Corp., a newly formed Los An- 
geles company, as its West Coast 
Tepresentative. The new agent, 
with offices at 2472 Hunter St., 
will distribute Glyco Chemical 
Products in California, Oregon, 
Washington and Arizona. 


Cascade Opens Branch 


Butte, Mont.—Cascade Con- 
struction Co. has opened a sales 
branch in Salt Lake City. Cas- 
cade is a subsidiary of Aluminum 
Mfg. and Distributing Co., Great 
Falls, Mont., dealing in alumi- 
num construction products. 


O’Brien Named Distributor 


New York—S. J. O’Brien has 
been appointed distributor for 
Arkla Air Conditioning Corp. 
Arkla produces a full line of gas 
absorption system air condition- 
ing units. 
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Chemical Firm Shuts Down 


New Castle, Pa.—New Castle 
Chemical Co., producer of sul- 
furic acid for the Youngstown 
Steel mills, has closed operations. 
Manager Herbert L. Owrey said 
a decision will be made on 
whether to resume operations at 
some future date or to dismantle 
the 50-year-old plant. 


Ford Consolidates 


Dearborn, Mich.—Ford Motor 
Co. has consolidated 17 assem- 


bly plants into a new Automotive 
Assembly Division. 

The assembly plants were for- 
merly operated by the Ford Divi- 
sion. The new division will be 
responsible for the company’s 
entire domestic car and truck 
line. 


Rubber Firm Expands 


Neenah, Wis.—Stowe-Wood- 
ward, Inc. has opened a new 
32,000 - sq.- ft. manufacturing 
plant to produce rubber-covered 
rolls. 


The new plant is the third 
major expansion by the rubber 
firm, which maintains operating 
divisions in Newton Upper Falls, 
Mass., and Griffin, Ga. 


Diamond Alkali Builds 


Cleveland—Diamond Alkali 
Co. reports its new acetylene 
plant at Deer Park, Texas, is ex- 
pected to be completed late in 
1961. The plant will supply all 
acetylene required for polyvinyl 
chloride (PVC) plastics produced 
at the Deer Park site. The plant 
will use a process licensed from 
Montecatini. 


Avery Adds Metal Section 


Jackson, Miss.—The W. G. 
Avery Body Co. is now produc- 
ing complete platforms for Chev- 
rolet trucks. For many years, the 
firm had produced only wooden 
parts, but has now added a metal 
section to its local assembly op- 
erations here. 


Corning Glass 


Corning, N. Y.—The Indus- 
trial Shoe Machinery Corp. of 
Roxbury, Mass., has been named 
the franchise distributor for 
Corning Glass Works industrial 
heaters in northern New England. 


WIDE BAND SAWS 


BITS AND SHANKS 


RED CENTER’ SOLID TOOTH CIRCULAR SAWS 
(PLYWOOD, RIP, CUT-OFF, PLANER) 


INSERTED TOOTH CIRCULAR SAWS 


CARBIDE TIPPED 
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CIRCULAR WOOD SAWS 


MACHINE KNIVES (PAPER, VENEER 
CHIPPER, HOG, THIN PLANER) 


RED END 


Buy Through Your Simonds Distributor ~ 


TRIPLE- 


HACK SAWS (HAND AND POWER 
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The Case 
of the 
Mildewed 
Chocolate 


HOW WOULD YOU SOLVE IT? | 


The American Arbitration Association Helped 
Settle a Bitter Dispute Over Some Sweets 


When a Midwestern candy manufacturing company decided 
to extend its sales to other areas of the country, the purchasing 
agent was assigned the task of locating warehouses where choc- 
olate bars could be stored for quick delivery to local jobbers. 

The P.A. wrote to a number of warehouses in each of the 
cities where the sales campaign was to be centered. He asked 


“ for a description of their facilities and a schedule of rates. Leav- 


ing nothing to chance, the P.A. also asked a local representative 


to visit the premises of the low bidder to determine whether the 
storage company seemed able to perform all it promised. 

In the New York area, the candy manufacturer’s representative 
found the premises of the low bidder exactly as described. 
On being shown through the warehouse, he noticed that the base- 
ment was both cool and dry, making it an ideal place to store 
chocolate during the summer. He mentioned this to the ware- 
house executive who escorted him, and it was readily agreed 
that candy could be kept there during the hot months. 

That proved to be an unfortunate decision, The basement 
storage space that was selected happened to be adjacent to the 
boiler room. It may have been cool and dry on the day it was 


and Get the Bonus Benefits of... 


FILES AND RASPS 


ALL 4 TYPES 
SHEAR BLADE 
SROUND STEEL 


HARDENING, AIR HARDEN 


LOW CARBON) 
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SERVICE 


PIUS- One source for many products 


You save on purchasing paperwork 
You save on inventory 
You save on stockroom space 


Quality without service is a mighty intangible benefit. That’s 
why Simonds makes its service local! 

As Triple-S stands for Simonds Saw and Steel and the well 
known high quality of its products, so does Triple-S stand for 
the service of your Simonds Distributor. Back of the unique 

Controlled-conditions” quality of every Simonds cutting tool 
are the local stocks, local speed, and local technical skill of your 
Simonds Distributor. 

That’s what we call Simonds “‘ Triple-S-Service’’! 

Local Stocks mean Simonds cutting tools are available right 
in your own backyard. Just pick up the phone to order them. 

Local Speed means fast delivery. Greater convenience, too, 
with just one order, one bill, one check covering different items. 

Local Skill. Your local Simonds Distributor is trained in the 
proper application of Simonds top quality cutting tools. He, and 
many of his men, have been to school in Simonds famous “ Little 
Red Schoolhouse’’. And they’re always “‘on call” to help you 
solve your cutting problems. 

For the best combination of quality cutting tools and on-the- 
spot service that saves you time, work and money — depend on 
the “ Triple-S-Service’’ of your local Simonds Distributor. 


Get your Simonds Distributor's 
TRIPLE-S-SERVICE } 
For Local Stocks—Local Speed—Local Skill 


SIMONDS 


SAW AND STEEL CO 


FITCHBURG, MASSACHUSETTS 


Factory Branches in Boston, Chicago, Shreveport, La., San Francisco and 
Portiand, Oregon + Canadian Factory in Granby, Que. + Simonds Divisions: 
Simonds Steel Mill, Lockport, New York; Heller Tool Co., Newcomerstown, 
Ohio; Si ds Abrasive Co., Philadelphia, Pa. and Arvida, Que., Canada 
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inspected, but it was hot and hu- 
mid most other times. The re- 
sult was that a load of chocolates 
delivered a few weeks later be- 
came moldy. 

The warehouse denied re- 
sponsibility. “These chocolates 
reached New York in refrigerated 
freight cars,” a warehouse officer 
said. “That made them sweat. 
Naturally, they mildewed when 
they were put into storage. But 
that’s your fault, not ours. We 
put them where your man asked 
us to.” 

Although the storage company 
denied it was at fault, an offer of 
compromise was made “as a favor 
to a customer.” 

“We'll sell the stuff for you at 
a discount and make good the 
difference,” the firm’s attorney 
said. 

This solution was unacceptable 
because it would jeopardize the 
reputation of the candy manufac- 
turer. Instead, all the chocolate 
bars were shipped back to the 
manufacturing plant. The worst 
of the lot were dumped, and the 
rest were reprocessed into a 
cheaper grade. The total cost 
of this operation was billed to the 
warehouse. 

At this point, the storage com- 
pany demanded arbitration of the 
dispute, in accordance with the 
contract clause which read: “Any 
controversy or claim arising out 
of or relating to this contract, or 
the breach thereof, shall be set- 
tled by arbitration in accordance 
with the Rules of the American 
Arbitration Assn., and judgment 
upon the award rendered by the 
arbitrator(s) may be entered in 
any court having jurisdiction 
thereof.” 


What’s Your Answer? 


if you sat as a member of 
the arbitration panel on this 
case, how would you adjudi- 
cate the issues? Should the 
candy manufacturer be re- 
quired to accept the storage 
firm’s compromise settlement? 
Should the warehouser be re- 
quired to pay for the damaged 
candy? Or would you pro- 
pose another kind of equitable 
solution? 


Make your own decision. 
‘Then turn to Page 31 and learn 
row the expert arbitrators 
solved “The Case of the Mil- 
dewed Chocolate.” 


Hart-Greer Moves 


Birmingham — Hart- Greer, 
Inc., appliance distributor, has 
moved into a new $500,000 
headquarters here. 

The building contains 50,000 
sq. ft. of warehouse space, 10,- 
000 sq. ft. for service shops and 
parts, and 10,000 sq. ft. for 
offices and display rooms of the 
distributor. 
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STANDARDIZED materials like this result from . 


Purchasing Plays 


| © get the biggest benefits from a standardization program, manage- 

ment must assign a major role to purchasing. 

Atlantic Refining Co. found that out when it decided to launch such 
a program about five years ago—aimed at covering just about every item 
that lends itself to standardization. 

To get the broadest possible standards at the start, management decided 
to call on purchasing. Purchasing’s first big job was to see that standards 
were written in such a way as to allow as many vendors as possible to fit 
into the program. That way, purchasing would be able to let out bids on 
most standardized items. 

Purchasing’s second major contribution to the program was to inject a 
strong dose of value analysis in the written standards. Thus, purchasing was 
able to fashion a set of built-in cost controls that piled up big savings on 
top of those already achieved through lowered inventories, quantity purchas- 
ing, elimination of duplication, and all the other benefits that are derived 
from standardization. 

But purchasing’s role didn’t end there. Once the standards were set, pur- 


STANDARDIZED TREADS cut costs by 50% at the Philadelphia 
refinery. Tom Mathias points to the new, wide abrasive nosing 
that also offers increased safety and durability. 
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Ideas 
Come from 
All Departments 


Engineering 


Standards Committee 


@ Settles Specification Differences 
Between Departments 


Manufacturing 


e Draws up and Circulates Detailed 
Standards Sheets 


Marketing > 


© Constantly Reviews Standards to 
Keep Them Current with New 4 
Processes, Products and 
Materials 


Transportation 


Purchasing 


TEAMWORK by major departments and standards committee (drawn from the fi 


ey Role—and Benetfits—in 


chasing had to keep a constant check on each individual item to make sure } 
that it was updated to meet industry’s changing requirements. 
Purchasers themselves find that standardization makes their jobs much | 
easier. One of the biggest benefits they derive, according to S. N. Mann, 
general manager of purchasing, is in the amount of time they save by having 
the printed standards in front of them as a handy reference manual. No 
longer does a buyer have to dig through a dusty file of useless information to 
get the specifications he wants. Now each written standard gives him a com- 
plete history of the item, its basic function, and all its possible applications. 
Take, as an example, the standard shown above right—a 16-page text on 
gate valves, 2 in. and smaller. It covers, among other things, the flanged edge 
requirements for such applications as: use with material above 400F, with 
toxic material, when used as the first valve from a vessel, etc. It even gets 
down to such minor details as packing methods, and conformity with ASA 
specifications. 
Purchasing benefits in still another way from standardization, says Mann. 
Buyers aren’t pressured into making hasty decisions on suppliers, because the 
published standards enable them to research an item and check the potential 


SAVINGS of $100,000 annually resulted from standardiza- 
tion of screwed and flanged piping components. Lower inven- 
tories of spare parts are kept for standardized pumps. 


November 28, 1960 


ces 


oiled 


the five divisions on the left). Committee decisions are translated into .. . 


1 Atlantic Refining s Stand 


) 


Printed 
Standards 
Are Used by 


Engineers 


Maintenance 


Management 


Purchasing 


Contractors 
—— and Vendors 
When Appropriate 


suppliers long in advance. “This helps us to make a better buy at the time,” 
Mann notes. “We aren’t pressed into an expensive purchase for lack of the 
necessary information.” 

Another dividend to purchasers, Mann points out, is that the program 
allows them to keep abreast of new ideas not only in the company itself, but 
in industry as well. “We are kept current on new Atlantic processes and 
engineering plans through meetings on standardization,” Mann explains. 
“And we keep the standards group informed on new products and materials 
that are available from vendors.” 

Because the benefits work both ways, Mann says, purchasing and engi- 
neering are no longer in a battle to outsmart each other—but are glad to 
work together in understanding each others problems. 

The dollar savings illustrated below are typical of the benefits that an 
efficient standardization program offers. Big dollar savings are realized from 
an incredible variety of standardized items, ranging from pressure gages, 
valves, electrical equipment and insulation to lumber, paint, and protective 
coatings. In terms of outlay, Atlantic now spends some $13-million for 
standardized items out of a total of $60-million a year for all commodities. 


SAVINGS OF $125 for each plug-in panelboard standard- 
ized. Atlantic uses hundreds of these panelboards throughout 
the U.S. at local service stations and plant refineries. 
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PRINTED STANDARDS, observed by all concerned. 


ardization Program 


The actual working out of the program at Atlantic was fairly simple. 
Here are some of the steps: 

Purchasing, engineering, and other departments appointed standards repre- 
sentatives to prepare a priority list of items for standardization. The stand- 
ards reps looked first for items that offered the highest savings, needed the 
most improvement, or would bring about greater safety conditions. 

Although spot suggestions are taken from time to time, there is nothing 
haphazard about adding items to the standards list. Representatives meet 
periodically to survey the already prepared list of items to be standardized. 
Though the list was drawn up five years ago, it is continually expanded to 
include new developments in the industry or at Atlantic. 

Next, the representatives research the item, gathering information from 
company exports, industry sources, and vendors too. From this data, a 
material standard is written which spells out practically the whole history of 
the item including where and how it is to be used. 

Once the written standard has been approved by all departments, it is 
printed up and placed in the Material Standards Book for circulation through- 
out the company. 


| 
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EVEN PAINT and the proper methods of applying paint are under 
standardizations throughout the company. This thoroughness is 
important to success of the Atlantic program. 
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@ Editor's note: In recent is- 
sues PURCHASING WEEK has 
commented on the Air Force’s 
Air Materiel Command pro- 
gram to have military sub- 
contractors enunciate their 
procurement policies more 
clearly. What one major Air 
Force contractor has done in 
this area is demonstrated in 
the letter below. 


Van Nuys, Calif. 

The comments of Gen. Samuel 
E. Anderson in the Oct. 24, 1960, 
issue Of PURCHASING WEEK re- 
minded me to send you a copy of 
our revised procurement policy 
which was issued over the signa- 
ture of the Vice President and 
General Manager of our division. 
A, G. Pearson 

Procurement Specialist 
Lockheed Aircraft Corp. 


The Lockheed management 
policy and procedure manual 
states: 


INTRODUCTION—Effective 
procurement of appropriate ma- 
terial, services, and facilities is 
vital to the fulfillment of Lock- 
heed Missile and Space Division’s 
(LMSD) contractual obligations 
and achievement of Division ob- 
jectives. In its integrated research, 
development, and production ac- 
tivities, the procurement process 
must satisfy many complex tech- 
nical and regulatory requirements 
in a timely and economical man- 
ner. Many organizations are in- 
volved in the various phases of 
procurement, beginning with the 
generation of comprehensive re- 
quirements and culminating in the 
acceptance of vendor and subcon- 
tractor furnished supplies and 
services. LMSD has established a 
centralized procurement author- 
ity to coordinate and assure con- 
sideration of all factors pertinent 
to efficient procurement such as 
cost, quality, schedule, technical 
and customer requirements, in 
support of the Division programs. 
This Policy and Procedure is 
established to disseminate man- 
agement guidance on the procure- 
ment process. 

GENERAL POLICY—Lock- 
heed Missiles and Space Division 
will procure materials, services, 
and facilities through a central- 
ized procurement authority on the 
basis of objectively defined re- 
quirements, from impartially se- 
lected sources, and in a manner 
to serve the best interests of 
LMSD and its customers. 

DEFINITIONS — The term 
“Requirements” as used in this 
Management Policy and Proce- 
dure refers to materials, services, 
and facilities of all types. 

OPERATING POLICIES — 
The following operating policies 
outline the specific intent of man- 
agement guidance expressed in 
the General Policy statement 
above. 


LMSD will: 


1. Place LMSD requirements 
outside the Division in con- 
formity with lists and pro- 
cedures approved by the 
Make or Buy Committee or 
by separate Committee deci- 
sion. 

2.Solicit proposals for, ne- 
gotiate, commit for, and ad- 
minister for timely and 
economical delivery, the 
procurement of all LMSD 
requirements through a cen- 


3. Maintain a continuous, ag- 


Lockheed Spells Out Military Procurement Policy 


ity, viz: Operations (Ma- 
teriel). Organizations other 
than Operations (Materiel) 
may find it necessary to con- 
tact and coordinate with 
vendors for such reasons as 
the specialized nature of the 
requirement, program con- 
trol responsibilities, or the 
need or continuing technical 
liaison; however, such con- 
tacts will be made with the 
knowledge and approval of| 4. 
Operations (Materiel). 


gressive program of selec- 


tion, evaluation, and de- 
velopment of competent, 
reliable, and financially 
sound sources of supply 
through Operations (Ma- 
teriel); and, provide ample 
opportunity for suppliers to 
obtain information regard- 
ing procurement require- 
ments and to arrange presen- 
tation of their products and 
capabilities. 

Assure full and fair competi- 
tion for all procurement, and 
not disclose to competitors 
competitive supplier infor- 


mation; negotiate appro- 
priate agreements for the 
protection of LMSD and 
supplier proprietary rights 
and interests. 


5. Award business to the sup- 


plier presenting the best 
over-all proposal, taking all 
factors of cost, quality, 
schedule, etc. into consid- 
eration. Consideration of re- 
ciprocal business from a sup- 
plier shall not be a factor in 
procurement award. 


6. Buy samples of new products 


for test and evaluation when 
such action is justified by 
potential savings or tech- 
nical advantage; accept free 
(Continued on page 35) 


GEN. SAMUEL E. ANDERSON 


tralized procurement author- 
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NORMAN F. CUTHRIELL 
Coal Traffic Monager—Tidewater 
Terminal Bidg., Norfolk, Virginia 
Telephone MAdison 7-7481 


Extension 131 


RALPH tL. HAWKINS 


District Manager, Coal Traffic 


General Office Bidg. 
Roanoke, Va. 


Telephone Diamond 4-1451 


Extension 423 


Beckley, W. Va 


St. Lovis 3, Mo. 


LAWRENCE T. FORBES 
District Manager, Coal Traffic 
Raleigh County Bank Bidg. 


Telephone Clifford 2-6421 


WILLIAM H. HUNTON 
Asst. District Manager, Coal Traffic 
2059 Railway Exchange Bidg. 


Telephone MAin 1-1180 


ROY L. JOHNSON 


District Manager, Coal Traffic 
833 Chamber of Commerce Bidg. 


Boston 10, Mass. 


Telephone Liberty 2-2229 


RR 7 
WINNING II - 


MARTIN T. DELABAR 


District Manager, Coal Traffic 


1105 Reynolds Bidg. 
Telephone PArk 2-7116 
Winston-Salem 1, N. C. 


~ 
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ALVIN JOHNSON 


District Monager, Coal Troffic 
660 Morquette Bidg., 140 S. Dearborn St. 


Chicago 3, Ill. 


Telephone RAndolph 6-4634 


N THE 
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MONTREAL ASSN. played host to 
40 students from Clarkson Cel- 
lege of Technology, Potsdam, 
N. Y., at its October dinner meet- 
ing. Students heard E. M. Trump 
(standing), director of purchases, 
Johnson & Johnson, Ltd., and a 
director of the association, dis- 
cuss “Purchasing as a Profes- 
sion.’ Looking on (I-r) are Prof. 
C. E. Diltz of Clarkson and stu- 
dent, Richard S. Hesser. William 
McKechnie of Peacock Bros., Lid., 
spoke also on “The Purchaser's 
Eye-View of Sales.’ 


a. 
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U.S. Steel Purchasing Chief Urges 
P.A.’s to Study Influences on Buying 


Chicago—To keep pace with 
the salesman, today’s purchasing 
executive must become a human 
relations expert. 

Salesmen, said Ralph C. Mof- 
fitt, vice president-purchases, 
United States Steel Corp., Pitts- 
burgh, “are constantly research- 
ing this field to discover subtle 
ways to influence our buying.” 

Speaking at the Chicago 
Purchasing Agents Assn.’s No- 
vember meeting, Moffitt discussed 
characteristics P. A.’s must main- 


DAVID H. WILLIAMS 
District Manager, Cool Traffic 
913 Dixie Terminal Bidg. 
Cincinnati 2, Ohio 
Telephone DUnbar 1-1325 


LOUIS O. REITER 
District Manager, Cool-Traffic 
722 The Illuminating Bidg. 
Cleveland 13, Ohio 
Telephone MAin 1-7960 


ROBERT T. HAIRSTON 
District Manager, Coal Traffic 
1514 Book Bidg. 
Detroit 26, Mich. 
Telephone WOodward 1-2340 


FIGHT FOR EFFIC 


What’s the most important job of these 11 Norfolk and 
Western coal traffic men? Helping you achieve lowest cost 
per 1,000 pounds of steam! They’ll analyze your combustion 
needs — recommend the coals that most exactly fit your needs 
and your equipment — suggest changes in methods or equip- 
ment to increase your efficiency. Coal’s their career and 
“‘service,”’ their creed! Let them help you make the most 
economical use of the nation’s most economical fuel! 

These N&W coal traffic men are at your service around the 
clock and through the calendar. Sound, reliable, conscientious, 
they may double your efficiency but never their talk! Call 
them. . . any time! 


N&w 


NORFOLK & WESTERN RATLWAY 


General Offices, Roanoke, Virginia 


November 28, 1960 Purchasing Week 


ALBERT E. SUTER 
District Manager, Coal Traffic 
1112 Oliver Bidg. 
Pittsburgh 22, Pa. 
Telephone COurt 1-1468 
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tain and develop if purchasing is 
to keep up with tomorrow’s in- 
dustrial progress. He outlined 
these needed qualities as: im- 
agination, intelligence, initiative, 
and integrity. 

“For most people,” he said, 
“the biggest handicap is not lack 
of intelligence and imagination. 
It is lack of initiative and drive.” 
Moffitt told the group he felt the 
two important factors in getting 
people to act are: delegation of 
adequate authority and fair 
recognition for a job well done. 

“I do believe,” he added, “that 
no buyer can function properly 
without assuming the risk of 
error.”” However, he said, man- 
agement reduces the risk by care- 
ful selection, training, and educa- 
tion of the individual to lessen or 
avoid the possibility of serious 
error. 


Need for Favorable Climate 


To increase creative effort, 
Moffitt stressed, purchasing man- 
agement must establish a favor- 
able climate for the development 
of ideas. Along these lines he 
suggested: letting people know 
you are eager to try something 
new, keeping an open door, pro- 
viding personnel with time to 
think, and similar actions. “If 
you believe in your subordinates’ 
ability to create ideas, let them 
know about it,” he advised. 

Moffitt warned against ignoring 
areas outside purchasing for 
ideas. And he advised setting up 
an effective communication sys- 
tem for plant workers, engineers, 
and suppliers to report their 
ideas. 


Cost Cutting Potential 
Seen in Traffic Sphere 


Denver—Intimate knowledge 
and application of traffic methods 
and services means dollar sav- 
ings for purchasing agents. 

That is what Gerald T. Boyle, 
president, Mountain States Traffic 
& Service, told the more than 
50 P. A.’s who turned out for the 
Denver Assn.’s first annual pro- 
fessional development workshop 
at the University of Denver. 

Others on the program in- 
cluded Fred A. Coenen, purchas- 
ing, agent for Chain Belt Co., 
Milwaukee, who outlined man- 
agement responsibility in pur- 
chasing. He defined management 
as the “art of getting things done 
through people.” 


Legal Aspects 


James J. Ritterskamp, Jr., vice 
chancelor, Washington Univer- 
sity, St. Louis, discussed legal 
aspects of purchasing and headed 
a session in which P.A.’s sat on 
juries to decide legal principles 
involved. 

P.A.’s were urged to think 
along the lines of automating 
paper work and consider specific 
investigations for its application 
to their problems by Jack A. 
Schulz, superintendent of statis- 
tical quality control, Dow Chem- 
ical Co., Rocky Flats Plant, 
Denver. 

The day-long session was ar- 
ranged by the association’s pro- 
fessional development committee 
headed by Tom Childress, pur- 
chasing agent for Rockmont 
Envelope Co. 
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Rotary File 
Expands Upward 


Horizontal rotary file ex- 
pands to six times initial 
capacity inside original 48 x 
42-in. floor area. Each tier 
holds equivalent of four file 
drawers and revolves with 
finger pressure on the rim. 
Clerical cost savings have 
been documented at 35% to 
50%. 

Price: $387 to $1,276. De- 
livery: 8 to 10 wk. 

Wassell Organization, Inc., 
225 State St. W., Westport, 
Conn. (PW, 11/28/60) 


Program Controller 
Cam-Operated 


System controls any varia- 
ble (temperature, speed, 
strain, flow) of a cycle which 
can be handled by a millivolt 
electric signal. Cam program 
can be cut using chart as 
template and speed may 
range from 1 revolution in 
hour to 1 in 7 days. 

Price: $1,000 to $1,800. 
Delivery: 4 to 6 wk. 

Barber-Colman Co., 
Wheelco Industrial Instru- 
ments Div., Rockford, Ill. 
(PW, 11/28/60) 


Salt Furnace 
Easy Electrode Replacement 


Salt bath furnace has sub- 
merged electrode entry from 
the top, which permits re- 
placement in about an hour. 
This eliminates openings be- 
low the salt line and gives up 
to 10 years of pot life. 

Price: $2,500 (75-lb./hr) 
to $25,000 (2,000-Ib./hr). 
Delivery: 6 to 10 wk. 

Ajax Electric Co., Frank- 
ford & Delaware Aves., 
Philadelphia 23, Pa. (PW, 
11/28/60) 


Tensile Machine 
Tests up to 40,000 Ib. 


Machine tests round or flat 
metal specimens up to 10 x 2 
in. and compression tests 
specimens up to 4% x 7 in. 
Testers are available with 1 
or 2 load gages. Twin-gage 
machines have selector valves 
with the hydraulic controls. 

Price: $3,475 (single-load 
gage) and $3,675. Delivery: 
1 to 6 wk. 

Steel City Testing Ma- 
chines, Inc., 8817 Lyndon 
Ave., Detroit 38, Mich. (PW, 
11/28/60) 
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Here's your weekly guide to... 


Gummed Tape 
Reseals Cartons 


Top reinforced layer of 2- 
strip tape rips off cartons, 
leaving a thin kraft layer that 
is easily popped open. Tape 
is especially designed for use 
where reclosing is routine (it 
reseals more than 25 times). 

Price: $20.75 (10,300 ft. 
rolls, 3 in. wide). Delivery: 
immediate. 

Mid-States Gummed Paper 
Div., Minnesota Mining & 
Mfg. Co., 6850 So. Harlem 
Ave., Bedford Park, Ill. (PW, 
11/28/60) 


Safety Soles 
Grip Slippery Surface 


Resinous abrasive sole 
grips tilted or slippery floors, 
roofs, decks, steel work to 
eliminate skidding on wet, 
oily, or icy surfaces. Self-ad- 
hering back is applied in 
seconds to any outdoor foot- 
wear and is not affected by 
water, oil, or gasoline. 

Price: 75¢/pair. Delivery: 
1 wk. 

Weather Walker Products, 
192 W. Montana Ave., De- 
troit, Mich. (PW, 11/28/60) 


Copy Machine 
For Sensitive Films 


Table-top white printer 
handles all office paper work 
(translucent originals only). 
It also produces prints from 
photographic film positives 
and transparencies for over- 
head projection, and proces- 
ses double-coated sensitized 
materials. Runs from 1 to 20 
prints per minute. 

Price: $795; $895 (with 
separation). Delivery: 30 to 
60 days. 

Ozalid Div., General Ani- 
line & Film Corp., Johnson 
City, N. Y. (PW, 11/28/60) 


Immersible Transducer 
Works in Any Tank 


Ultrasonic transducer 
works in existing cleaning 
tanks. Flexible stainless steel 
hose connects transducer to 
generator. Immersible units 
operate with less than 100 v. 
on the transducer elements. 

Price: $1,200 (transducer 
and 350 w. generator). De- 
livery: immediate. 

Harris Transducer Corp., 
Woodbury, Conn. (PW, 11/ 
28/60) 
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10000-Foot 
Thermocouple 
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Detergent 
Won't Harm Metal 


Concentrated synthetic de- 
tergent cleans grease and oil 
from engines, pumps, pulleys, 
and compressors and won't 
harm or mar metal. In so- 
lution it cleans parts, floors, 
cars, and trucks. For hand 
washing, it keeps in solution 
in dispensers. 

Price: $4.10 to $3.13 gal. 
Delivery: immediate. 

Consolidated Paint & Var- 
nish Corp., East Ohio Bldg., 
Cleveland 14, Ohio. (PW, 
11/28/60) 


Motor 


Operates Cooler 


Aluminum integral hp. mo- 
tor is up to 30% lighter than 
same rating cast-iron motors. 
Motors are available in single 
and polyphase from 2 hp. at 
900 rpm. to 72 hp. at 3,600 
rpm. and come with 2-year 
warranty. Aluminum con- 
struction gives cooler opera- 
tion and rust resistance. 

Price: $145 to $233. De- 
livery: 1 mo. (polyphase); 
early spring (single phase). 

Franklin Electric Co., Inc., 
Bluffton, Ind. (PW, 11/28/ 
60) 


Measuring Instrument 
Monitors Temperatures 


Instrument works on sig- 
nals too small to actuate 
ordinary pyrometer (due to 
resistance of very long ther- 
mocouples). Panel mounted 
d.c. unit is especially suited 
for temperature monitoring. 
Unit comes in any of eight 
temperature ranges covering 
0 F through 3,000 F. 

Price: $300. Delivery: 4 to 
6 wk. 

Metronix, Inc., Chester- 
field, Ohio. (PW, 11/28/60) 


Height Gage 
Comes in 5 Models 


Gage is hard chrome 
plated for lasting accuracy of 
sliding faces. Fifty widely 
spaced divisions eliminate 
need of magnifying glass; 
satin finish eliminates reflec- 
tion. Five heights are avail- 
able: 12 in, 18 in, 24 in, 36 
in, and 48 in. 

Price: $169, $249, $340, 
$530, and $740. Delivery: 
immediate to 4 wk. (36 in. 
and 48 in.). 

Meuller Gages Co., 1052 
N. Allen Ave., Pasadena, 
Calif. (PW, 11/28/60) 


Another PURCHASING WEEK service: Price and 
delivery data with each product description. 


This Week’s 


Product Perspective 
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OFFICE SUPPLIES AND EQUIPMENT purchases offer great potential 
savings to the cost conscious P.A. And big savings here don’t depend on 


high level engineering and technical knowledge—it’s largely a question of 
common sense “value” buying. 


Harold McDonald, Detroit Edison buyer for office equipment and sup- 
plies, recently took a hard look at purchase of forms and printing. Speaking 
at the American Standards Assn.’s annual meeting in New York, McDonald 
told the group that value analysis was a must in the office equipment area. 
And he cited the following four examples to show how smart buying had 
cut costs for Detroit Edison: 


© Saving of $1,100 a year by switching cover on three-ring binder from 
canvas to plastic. 


© Reduction of $936 on a single order by changing vehicle card holder 
from imitation leather to plastic. 


© Quarterly savings of $312 by changing production technique on prepara- 
tion of stockholder report. 


® Savings of over $1,000 on printing and postage bills by reducing weight 
of a customer service tag. 


Application of value analysis involves making a clear cut distinction 
between worth and cost. An article may cost $100, but the value of doing 
that particular job may be worth only $75 to the company. It’s the task 
of the value analyst to get the cost of the job in line with its worth. Here are 
the details behind two of the documented Detroit Edison savings: 


Production of 110,000 copies of the eight-page quarterly stockholder’s 
report required that the printed sheets be folded, stapled, and then trimmed. 
Cost: $1,282. Could this function be carried out for less money? A little 
analysis showed that it could—production by trimming the flat printed sheets 
and simply folding to eight pages came to a total cost of $980. Both per- 
formed the same job equally well, making the folder a far better buy with 
its 24% lower price. 


A similar approach was used in cutting the cost of the service tag. The 
order tag is used in certain cases where the electric service is disconnected. 
Half of the tag is detached and mailed as a postcard. In addition to the 
regular postage, Detroit Edison was paying a 1¢ penalty, because the weight 
of the stock didn’t meet postal regulations. 


A thorough study of the tag routine showed that the weight of the tag 
could be reduced without impairing its function. In addition, the style was 
changed from a tag with a string to a form printed on standard index bristol. 
The cost was cut from $10.25 to $4.40 per thousand and $300 was chopped 
off the annual postage bill. 


@®EVERY PRINTING JOB should be analyzed. The first question: 
What is the job supposed to do? There’s no sense in using a steel engraved 
form if a typewritten ditto will do. Most printing falls into one of three 
classes—operational, informational or promotional. The extent and im- 
portance of the individual function determine how it should be prepared, 
its value, and consequently, how much it should cost. 


® Promotional material should be tailored to the job at hand. A four- 
coior brochure might be in order to sell an automobile, while a one-page 
offset mailer may be sufficient to introduce a new electric motor. Cost 
tip: Increasing a booklet from 28 to 32 pages might reduce costs since the 
entire 32 pages can be printed and folded as a single unit. 


®@ Forms cover a multitude of uses: Some are permanent—others head for 
the circular file after serving a single purpose. Forms such as purchase orders 
and invoices require multiple carbons, while other documents require only 
a single copy or none at all. Some forms serve as a means of communica- 
tion outside the company—most never pass through the plant door. 


Tailoring the form to the job can mean considerable savings. Good place 
to start is with the paper itself—prices differ widely as to grade, kind, and 
weight. A 75-lb. paper doing a job that can be handled just as readily by 
a 30-lb. stock means money down the drain. Special sizes really run up 
the bill—standards often can be combined in a single printing run. Biggest 
cost reduction area of all is eliminating duplication—many companies have 
three or four forms doing the same job. 


DETROIT-EDISON asks vendors to help with the office equipment and 
supplies cost-cutting. A 5 ft. x 8 ft. bulletin board in the purchasing depart- 
ment reception room displays six current samples of value analysis—and 
encourages suppliers to assist in recommending materials that perform the 
required function at the cheapest cost. 
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Plate-Making Unit 
Does Complete Job 


Combination camera-proc- 
essing unit makes aluminum 
offset plates directly from 
originals in less than two 
minutes under ordinary room 
lighting. Plates can be made 
in standard sizes from 10 x 
15 in. to 10% x 18% in. 
Camera can reduce by half or 
enlarge twice. 

Price: Approx. $4,695. 
Delivery: 30 days. 

A. B. Dick Co., 5700 W. 
Touhy Ave., Chicago 48, Ill. 
(PW, 11/28/60) 


Triode 
Gives 400 Kw. 


As a Class C amplifier, 
water-cooled triode gives 400 
kw. continuous output or can 
be used as an oscillator at 
frequencies up to 30 mc. 
Anode incorporates a water 
jacket and dissipates 175 kw. 
Cathode is _ self-supporting 
thoriated-tungsten filament. 

Price: $4,700. Delivery: 
immediate. 

Raytheon Co., Waltham 
54, Mass. (PW, 11/28/60) 


Magnifying Unit 
For Vernier Scales 


Attachment is designed to 
illuminate and magnify ma- 
chine tool scale. One model 
is made for tools with small 
or double vernier scales; an- 
other, for larger verniers of 
50 graduations. Lens and 
light are movable, as a unit, 
for proper centering. 

Price: Approx. $28.50. 
Delivery: 7 to 10 days. 

Stebar Co., 215-221 28th 
Ave., North Minneapolis 11, 
Minn. (PW, 11/28/60) 


2-Way Radio 
For Low-Cost System 


Equipment operates in 
150-mc. to 174-mce. frequency 
range with same basic unit 
used for base station and 
mobile installations. Trans- 
mitter uses power input of 18 
watts and is Amplitude Mod- 
ulated (am). Quartz crystals 
control frequency. 

Price: $299.50. Delivery: 
2 wk. 

Gonset Div., Young Spring 
& Wire Corp., 801 S. Main 
St., Burbank, Calif. (PW, 
11/28/60) 
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STRAM GAGE MOICATOR 
MODEL BOO 


Tractor 
Adapts to 17 Jobs 


Tractor is adaptable to a 
wide variety of jobs—from 
general grounds and lawn 
maintenance to snow removal 
and light hauling. Seventeen 
work attachments are avail- 
able. Forward speed range 
in 3 gears is from 112 mph. 
to 6 mph. Tractor is pow- 
ered by 7 hp., 4-cycle, air- 
cooled engine. 

Price: $653. Delivery: 
Feb. 1. 

Tractor Div., Baird Ma- 
chine Co., Stratford, Conn. 
(PW, 11/28/60) 


Gage Indicator 
Records Strain 


Instrument is geared to ac- 
commodate all commonly 
used gage factors, gage re- 
sistances, and transducer 
bridge configurations. Eight 
calibrated sensitivity ranges 
meet all normal require- 
ments. A.c. operation elimi- 
nates batteries with internal 
excitation source. 

Price: $565. Delivery: 30 
days. 

Daytronic Corp., 225 S. 
Jefferson Corp., Dayton 2, 
Ohio. (PW, 11/28/60) 


Rectifier 


Protects Against Burnout 


Selenium unit protects 
silicon diodes against burnout 
from voltage transients. It 
permits reduction, in many 
cases, of silicon diodes to 
about 30% above PIV rated 
size, compared with up to 
200% over-design usually re- 
quired. 

Price: 70¢ to $1.00 (in 
quantities of 1,000). De- 
livery: 1 wk. 

Semiconductor Div., Syn- 
tron Co., Homer City, Pa. 
(PW, 11/28/60) 


Depth Gage 
In 3 Size Ranges 


Micrometer depth gage has 
short half base for gaging 
close to shoulders and be- 
tween obstructions inacces- 
sible to full base gages. 
Graduations are in thou- 
sandths of an inch. Size 
ranges are: 0 to 3 in., 0 to 6 
in., and 0 to 9 in. 

Price: $24.75 to $40.75. 
Delivery: immediate. 

L. S. Starrett Co., Athol, 
Mass. (PW, 11/28/60) 
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Switch 
Handles 20 Amp or 2 Hp 


Heavy-duty precision 
switches are available with 
variety of leaf, hinged-lever, 
and plunger actuators plus 
solder-lug, screw, or snap-on 
terminals. They are designed 
for single-pole, double-throw 
operation at 2 hp. 250 v. a.c., 
1 hp. 125 v. a.c., 20 amp. 125 
Vv. a.c. 

Price: $1.65 to $3.78. De- 


Drain 
Has Transparent Bowl 


Trap for attachment to any 
tank, sump, or line that needs 
periodic draining is designed 
to allow accumulated sedi- 
ment to be seen. Capacity is 
1 pint. Unit withstands pres- 
sures to 150 psi. and tem- 
peratures to 120 F. 

Price: $8.50. Delivery: im- 


mediate. livery: 4 to 5 wk. 
Wilkerson Corp., Engle- Unimax Switch Div., W. L. 
wood, Colo. (PW, 11/28/60) Maxson Corp., Ives Rd., 
Wallingford, Conn. (PW, 
11/28/60) 


| Product Briefs | 


Resilient asphaltic compound 
for patching and resurfacing bro- 
ken or cracked floors is factory- 
prepared in premixed trowelling 
consistency, ready for immediate 
use. The mixture is prepared 
with fine aggregate for feather- 
edging and shallow patching, with 
medium-size aggregate for foot 
traffic and light trucking, and 
coarse aggregate for heavy-duty 
trucking. Surfco Sales Co., 18927 
St. Clair Ave., Cleveland 10, 
Ohio. 


Pneumatic product line is de- 
signed for use in applications 
where standard equipment is too 
large for available space. Line 
consists of manual and automatic- 
drain compressed air filters, pres- 
sure regulators, diaphragm-type 
relief valves, and compact micro- 
fog lubricators. All units are made 
for ¥% in. pipe size and regu- 
lators and relief valves for % in. 
also. C. A. Norgren Co., Engle- 
wood, Colo. 


Adhesive bonds expanded 
polystyrene foam board to a vari- 
ety of surfaces and eliminates 
solvent attack on the board. The 
solvent-type quick-setting adhe- 
sive can be applied by brush or 
spray gun and sets in three to five 
minutes. Permacel, New Bruns- 
wick, New Jersey. 


Filter separator for diesel en- 
gines removes water as well as 
sub-micronic contaminant. Fiber- 
glass element separates the most 


Y W. P. 7 visi ics, wi P. Bell h adio models. 
finely emulsified water droplets P. Kennedy, Director of Purchases, Home Products Division, Packard Bell Electronics, with one of the newest Packard Bell home radio el 
from fuel by polar attraction be- Pa 

tween water and the glass, caus- W hen IT buy components ee 

ing droplets to agglomerate into 


large globules which readily set- 
tle. Unit may be installed on any j look for QUALITY” 
moving or stationary engine. 
Filters, Inc., 51 Calaveras Rd., oa» wee so a , 
Milpitas, Calif. ... says Mr. . P. “Bill” Kennedy, Director o : 
Purchases, Home Products Division, Packard Bell See MALLORY for: 


Alkaline - solvent compound Electronics. ‘“Components must be of the highest qual- 


. ‘ h Dry Battery 
Strips acry lic, alky d, and other ity to maintain the high standards we set for our Systems 
resistant paint finishes in simple iphe : “yr : 

soaking operation. It may be used quality line of home radios, television, hi-fi and stereo Capacitors 
in ordinary steel tanks, is safe on systems and garage door openers. But quality must be Chtiateat 
steel and magnesium, and inhib- priced right . . . and delivered on schedule. On the basis 


ited against attack on aluminum, 
zinc, and brass. It has no flash 
point. A wax seal on the com- 
pound surface retards evapora- 
tion. Oakite Products, Inc., 19 
Rector St., New York, N. Y. 


of ability to meet our strict requirements at sensible 
prices, we have dealt with Mallory for nearly 
twenty years.” 


Silicon Rectifiers 
Timer Switches 


Vibrators 


Contacts 


’ : ; : Special Metals 
Vacuum breaker prevents si- Br eee eae aoe Ie 
phoning of contaminated water Electronic 
into the potable system during Assemblies 


pressure failures and prevents 
water spillage when pressure is 
restored. It withstands 150 psi 
water at 150 F and is available in 
angle or globe pattern in common 
sizes through 2 in. Febco, Inc., 
1993 Blake Ave., Los Angeles 39, 
Calif. 


Welding Materials 
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New Standards Give Manufacturers 


Yardstick for Pre-Preg Evaluation 


New York—Three recently is- 
sued standards give users and 
a uniform basis 


manufacturers 


for judging a “ 
duction characteristics. 
Developed by the Society of 
the Plastics Industry, these new 
official industry standards govern 


test methods 


resin and volatile content, 
and jell time of preimpregnated 
materials destined for reinforced 
plastics and laminating. 
Pre-pregs give manufacturers 
and molders a single ready-to- 


mold material with the fabric or 
fibers already combined with 
resin. This contrasts to wet lay- 
up where resin and fabric are 
combined in the mold. 

The SPI developed the stand- 
ards to provide a common basis 
for evaluation between customer 
and supplier. Use of the same 
testing procedures by all parties 
concerned is expected to prevent 
misunderstandings. Copies of 
the three standards are available 
from the SPI at 250 Park Ave., 
New York 17, N. Y. 


One for your 
system engineers 


Get two copies 


Weber 


MARKING SYSTEMS 


Sales and Service in 
all principal cities 


"49 Marking Jobs Done Faster, Easier’'—this 
fact-packed 6-page folder actually lists that 
many ways in which Weber multiple mark- 
ing and addressing systems are cutting the 
high cost of doing business—in shipping, re- 
ceiving, production, inspection, storage, tool- 
room, order-processing, and general office ac- 
tivities. Your name and title on company 
stationery will get you two of these folders. 
Keep one, route the other. Send to Dept. 36-L 
Weber Marking Systems, Mount Prospect, Ill. 
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SPECIAL RIVETS 


like some of the samples shown 
. or the more commonly 
used tubular and split rivets . 
they’re all alike to the American 
Rivet Co. And always—our own 
special brand of quality and 
service that gets you what you 
want when you want it. 


THE AMERICAN RIVET CO., Inc. 
849 N. Kedzie Ave., Chicago 51, Ill. 


Write for price list. For 
specials, a specifications 
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BUY AMERICAN 7 o Ai and Onlit RIVETS 


COIN CHANGER (left) is expected to be a big boon to vending firms 
who are trying to widen traditional markets to include entire meals 
and beverages brewed to individual tastes, as in coffee machine (r). 


MAIL THIS AD FOR Blockson Catalog of 


PHOSPHATES 


For handy BUYING GUIDE to every 
Sodium Phosphate and chemical listed below, clip 
this ad to your letterhead and mail to: 


BLOCKSON 


Sodium Tripolyphosphate - Tetrasodium Pyrophosphate (Anhydrous) « Sodium 
Polyphos (Sodium Hexametaphosphate-Sodium Tetraphosphate) « Trisodium 
Phosphate (Crystalline- Chlorinated - Monohydrate) « Disodium Phosphate 
(Crystalline-Anhydrous) « Monosodium Phosphate (Anhydrous-Monohydrate) « 
Sodium Acid Pyrophosphate + Tetrapotassium Pyrophosphate - Sodium 
Silicofluoride + Sodium Fluoride « Aluminum Fluoride + Hydrofluoric Acid 
e Sulfuric Acid + Teox® 120 + Teox® Compound 3 « C-33 Sequestering Agent 


BLOCKSON CHEMICAL COMPANY 


Chemicals Division 


Olin Mathieson Chemical Corporation 
Joliet, Iilinois 


OMe Uniing ‘yr 
Wwe 


We can’t take credit for the 
baby . . . but we can for all the other 
essentials the newcomer needs! Don’t 
labor over your next delivery date. 


For Your Perfect Shipping FORMULA ... 


specify Mason and Dixon/Silver Fleet. 
Daily through-loading of all LTL freight 
speeds your goods to destination quickly, 
safely, economically. We can’t deliver 

the baby . . . but we can and do 

deliver the goods. 


THE MIDWEST, 
EAST AND 
SOUTH 


GENERAL OFFICES: 
KINGSPORT, TENN. 
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Vending Machine Makers See Big Rise in Sales 


Miami Beach—The automatic 
vending industry expects this 
sales to hit the $4-billion mark 
by 1965—almost double this 
year’s $242-billion total. 

Machine manufacturers, oper- 
ators, and product suppliers ex- 


@ hibiting here for the industry 


association’s annual convention 


iy) unveiled the products and ma- 


chines that are expected to ac- 
count for a substantial portion of 
this increase. These items at- 
tracted most of the attention: 


@Cups of coffee individually 
brewed from freshly ground 
beans to improve the taste. 


@Coffee combinations from 
“extra sweet” to bitter espresso. 


@ Complete meals of meat and 
vegetables that are electronically 
cooked and delivered in seconds. 


®@ Sandwiches prepared “to or- 
der” either crisply cold or infra- 
red “hot toasted.” 


® Related machines that 
change paper money to coin— 
after first determining whether 
they have received a $1, $5, or 
$10 bill, and whether they are 
counterfeit. 


Food vending machines are 
now available for an office of 25 
people or a plant with thousands. 
The suburban office, the plant 
with round-the-clock shifts, and 
the office where a coffee break in- 
volves an elevator trip downstairs 
and cross the street are prime tar- 
gets for the automatic vending 
company. 


For the Off Hours 


Vending companies are also 
aiming for markets in plants that 
have found it uneconomical to 
keep a staffed cafeteria in opera- 
tion (as for a midnight shift or 
skeleton crew). 

In plant savings have been 
realized in instances where ma- 
chines are installed as equipment 
supplementary to the services of 
a cafeteria. A major advantage is 
that the cafeteria need not be ex- 
tended to include early lunches 
and late stragglers but only to 
carry the main rush. 

Suppliers of vendable products 
are working hand-in-hand with 
machine manufacturers to adapt 
their wares to automatic mer- 
chandising. Powdered and liquid 
concentrates, for example, con- 
siderably increased the types and 
varieties of beverages available. 


Mack Trucks Expands 


Plainfield, N. J—Three major 
product lines will be included at 
Mack Trucks’ new Hagerstown, 
Md., plant scheduled for comple 
tion next fall. 

Engine, transmission and car- 
rier manufacturing areas will be 
included in the 1-million sq. ft. 
plant. 


Forest Opens Offices 


Portland, Ore.—Forest Prod- 
ucts Consultants, Inc., an engi- 
neering firm for industrial wood 
operations, has opened offices at 
717 Pacific Bldg. here. The firm 
will continue services formerly 
available from Industrial Engi- 
neering & Contracting Co., dis- 
continued division of Medford 
Machinery Co. 
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Armco Takes Steps to Strengthen | 
Its Position in Pipe-Making Field 


Middletown, Ohio — Armco 
Steel Corp. has taken two giant 
steps to strengthen its competi- 
tive position in the pipemaking 
field. Through an expanded mill 
modernization program Armco 
will: 

@ Consolidate its spiral welded 
pipe operations in a new $2.5- 
million integrated plant in Mid- 
dletown. 


@ Merge all welded, seamless 
pipe and conduit operations of 
its recently acquired subsidiary, 
the National Supply Co., at a new 
plant in Ambridge, Pa. 

“Both improvements are part 
of a recently announced $95- 
million construction project, 
which includes major facilities 
at Armco plants in Ashland, Ky. 
and Houston, Tex.,” said Logan 
T. Johnston, Armco president. 

Johnston said the move will 
provide Armco with a single up- 
to-date spiral welded pipe plant 
that will improve efficiency and 
lower costs. “The new Ambridge 
mill will produce high quality 
pipe at lower costs and will give 
National Supply new ability to 
meet the increasing competition 
from both foreign and domestic 
producers,” he said. 

Four new buildings with 
207,000 sq. ft. of floor space will 
be built to accommodate the pipe 
manufacturing facilities in Mid- 
dletown, presently located at the 
firm’s main fabricating plant. 
Two new Driam pipe machines 
will be incorporated in the proj- 
ect. They will produce pipe with 
inside and outside welds and 
100% rated joint strength. 

The new installation at Am- 
bridge will manufacture both 
continuous weld and electric weld 
steel pipe on high-speed auto- 
matic equipment. The new mill 
will operate at speeds up to 
2,000 ft. per minute, compared 
to present top speed of 550 ft. 
per minute. It will be equipped 


Tool Maker Takes Over 
Used Car Dealer Tactics 


Providence, R. I.—Brown & 

Sharpe Mfg. Co. is borrowmg a 
trick from the used car dealers 
and is beefing up égol sales with 
a new trade-in-program. 
_ The plan offers a trade-in-al- 
lowance of $500 for each old 
B & S automatic screw machine 
regardless of age or condétion. 
The allowance will apply to the 
purchase of new screw machines 
on the basis of one old for one 
new machine. The offer is good 
only in the U.S. 

The company believes the plan 
will help manufacturers upgrade 
their machine department and 
ease the burden of obsolescence. 

The company plans to scrap 
all machines taken in trade. 

Wallace B. Bainton, vice presi- 
dent, explaining the program 
said, “We have long recognized 
the need for an attractive replace- 
ment plan for obsolete high pro- 
duction machine tools. Machines 
originally installed from ten to 
twenty years ago, and even up to 
fifty years ago, are still produc- 
ing parts but with very low effi- 
ciency. New, more efficient au- 
tomatic screw machines will far 
out-produce their earlier coun- 
terparts.” 
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for complete finishing operations 
including galvanizing, and also 
to reduce seamless pipe to 
smaller sizes. 

Plans also call for the installa- 
tion of an electroplating line and 
other production units for rigid 
conduit and electrical metallic 
tubing. 

More than 500,000 sq. ft. of 
manufacturing space will be 
added to the Ambridge plant. 
Construction work is expected to 
be completed in 18 months. 


ALUMINUM DOORS. Youngstown 
Steel Door Co. shipped 400 10- 
foot wide aluminum boxcar doors 
to Pullman-Standard’s Bessemer, 
Ala., shops for installation on 
newly-designed boxcars. Doors 
weigh half as much as compara- 
ble steel product. Giant doors 
are said to be the largest ever 
turned out. Youngstown cites 
more efficient loading and un- 
loading, plus corrosion resist- 
ance, as big benefits. 
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GAS HOSE 


You find Gates Hose 
wherever traffic flows 


~ 


This line of hose helps keep 
70,000,000 vehicles on the move 


AIR HOSE 


To service some 70 million motor vehicles with 
gas, air, water and grease, this nation’s 183,000 
service stations use uncounted miles of hose. Be- 
cause Gates is a major manufacturer of industrial 
hose, thousands and thousands of these stations 
rely upon Gates Curb Pump Hose, High Pressure 
Grease Hose, Air, Water and Low Pressure Steam 


Hose. 


In back of this broad acceptance of Gates Hose 
is a continuing program of specialized hose re- 


ae 


Gates Industrial Hose 
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WATER HOSE 


search at the multi-million dollar Gates Résearch 
Center. The aim of this specialized research is to 
increase hose utility, lengthen hose life and 
lower industry’s annual hose costs. 

Because Gates Hose is so widely preferred, it 
is quickly available from leading distributors in all 
industrial centers. These Gates Hose Distributors 
are listed in the phone book Yellow Pages. 
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Lom, The Gates Rubber Company 


The Mark of Specialized Research 


Made in a Full Range 
of Types and Sizes 


This Week's 


Foreign Perspective 


NOVEMBER 28—DECEMBER 4 


Tokyo—Japan’s new minimum wage law was more the result of pressure from 
overseas than from inside Japan itself, say observers here. 


Japanese industrial and trade leaders have grown very sensitive to inter- 
national criticism particularly when these attacks are aimed at such bread-and- 
butter industries as electronics, and even more so when they come from American 
manufacturers, who, of late, have been screaming about low wages paid by their 
Japanese competitors. 


The new law may not force any immediate price increases, however, because 
it’s limited to workers in small and medium, rather than large firms. But, as one 
labor union leader here put it, “any law is better than none,” and eventually its 
coverage will be broadened. 

7 . ° 

London—tThe chances of keeping prices and costs down in Britain over the 
coming months are getting slimmer. In fact, British businessmen are now talk- 
ing fearfully of a resurgence of inflation during 1961. 


The British Employers Confederation, whose member companies account for 


that an increase in U.K. retail prices, which have been stable for more than two 
years, is now inevitable. 


Increased labor costs in recent years, the BEC points out, had been offset 
until now by a substantial drop in imports and by boosts in productivity and 
exports. This trend has now been reversed and wage hikes can no longer be 
absorbed, BEC contends. 


In addition, British industry is now faced with higher fuel, power, and trans- 
portation costs. All of this adds up to “a very real danger of upward movement 
of prices becoming general,” according to BEC. American buyers should feel 
the effects of this trend early in 1961. 

a om a 

First indication of a higher price line comes from the bellwether British auto 
industry, whose leader, British Motor Corp., has indicated it may raise tags on 
some of its models. 


According to BMC Chairman Sir Leonard Lord, the current short work week 
in the industry is a direct result of car-makers’ inability to absorb higher labor 
wage rates. 

On the bright side, however, is Lord’s statement that, despite production cut- 
backs now in effect, BMC intends to press ahead with its major expansion plans. 

a ® ak 


Mexico City—More talk of higher prices comes from Mexico, where a move 
is underway to raise sulfur export tags $1 to $2 above the current $20/ton level. 


about two-thirds of the employees in Britain’s free enterprise system, has warned Over the last five years, many American-owned Mexican firms have been in 


a competitive price war with U.S.-based sulfur producers. A new mining law 
here, however, will give the government a bigger say in the sulfur industry, and 
one of the first things Mexico City says it will do is to end the ruinous price 
struggle in the world sulfur market. 

a * * 


Moscow—Five American firms have landed contracts worth “several million 
dollars” from Stankoimport, the Soviet agency handling imports and exports of 
machine tools. 


A Stankoimport official told newsmen the agency had signed agreements with 
Excello Corp., Norton Co., Jones and Lamson Machine Co., Gleason Works, 
and Bryant Chucking Grinder Co. Negotiations are currently going on with 
Cross Co., the Soviet official added. 

* « ~ 


Toronto—Ontario shippers will have to pay a 6% to 122% across-the-board 
IS freight rate increase on Dec. 15. 


d ° Rates will be boosted 1242% for loads under 2,000 lb., and 6% for loads 
production  — 


between 2,000 and 5,000 Ib. The hikes are aimed at offsetting a $2-million wage 
“taking a 


bill that carriers will have to foot in 1961. 
break” 


because of \* 
an electronic tube \ 


failure? 


keep your line moving with 
Sylvania Electronic Tubes 


There’s a rugged Sylvania Tube for practically every 
industrial electronics job, including yours. Thyratrons, 
Ignitrons, Voltage-Regulator and Voltage- Reference 
Tubes—all are built to stand up under constant duty in 
critical electronics control applications. 


a & * 
Cairo—Now the Arabs want a Common Market. 


In a special meeting of the temporary Council of the Arab Economic Union, 
Arab League Acting Secretary General Eldardiri Ismail told the opening session: 


“There is no doubt the creation of economic groupings, such as the European 
Common Market and the Free Trade Area, has its effect on Arab economy. 
Therefore, we must take care of this important problem, aiming at Arab benefit. 
This benefit necessitates the establishment of an Arab Common Market.” 


The council, attended by all Arab League member states except Tunisia, will 
submit its recommendations to the Arab Economic Council meeting, Dec. 7. 


Spocifi 


...@Nd your 
delivery problems! 


Why? Because D-C takes the entire 
responsibility for delivering 

your order for parts, materials, 

or merchandise on time and in good 
condition. Only D-C can offer one-carrier 
responsibility coast-to-coast because 
only D-C goes direct coast-to-coast! 
Keep production efficiency high. Reduce maintenance One-carrier handling... one-carrier 
and down time. Replace with quality-assured Sylvania control . - NH ae. ts 
Electronic Tubes — they are available promptly from your Sylvania sis pRinpow ed 
Industrial Tube Distributor. Ask him for the “Sylvania Industrial running time... assures 
Tubes” booklet. Or, write Electronic Tubes Division, Sylvania Electric you on-time delivery every time! 
Products, Inc., Dept. 4611, 1100 Main. St., Buffalo, New York. 


SYLVANIA gifece 


DC... coast-to-coast choice for 
Subsidiary of GENERAL TELEPHONE & ELECTRONICS ‘Sxs) 


coast-to-coast service! 
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Foreign News in Brief 


Form Holding Company 


London—Two British firms, 
British-American Tobacco Co. 
and Wiggins Teape Ltd., have 
formed a new holding company 
to take over and expand overseas 
papermaking interests of the two 
concerns. 

The British American firm is 
the export subsidiary of Imperial 
Tobacco Co. Ltd. and the Ameri- 
can Tobacco Co. It operates a 
number of printing and cigarette 
paper mills in various parts of the 
world. The other partner, British 
Wiggins Teape is a producer of 
paper products on three conti- 
nents. 


Aluminum Expands 


London—Aluminum Co. of 
Canada, Subsidiary of Aluminium 
Ltd., has substantially increased 
its interests in the British alumi- 
num industry. 

The aluminum alloy and zinc 
alloy smelting capacity of John 
Dale Ltd. was leased by Alcan 
Enfield Alloys Ltd. for an undis- 
closed long-term period. 

Alcan Enfield Alloys Ltd. was 
set up earlier this year by Alumi- 
num Co. of Canada and Enfield 
Rolling Mills Ltd., London. John 
Dale Ltd., produces about 30,000 
short tons annually, or about 
20% of U.K. capacity. 


Italian Electronics Firm 


Zurich—A new company re- 
cently established in the United 
States and Italy for producing 
electronic components is expected 
to be the biggest Italian firm spe- 
cialized in electronics. 

The organization called Selenia 
S.p.A. (Industrie Elettroniche As- 
sociate) is jointly owned by Ray- 
theon Co. (40%), Finmeccanica, 


CONTINUOUS WELD PIPE is 
cleaned and fluxed prior to gal- 
vanizing (1) (right), then straight- 
ened (2) (far right) in Dominion 
Steel & Coal Corp. Ltd., pipe mill, 
which has just gone on stream in 
Montreal. The new $3-million 
plant has a total annual capacity 
of 60,000 tons and will turn out 
pipe in diameter ranging from 
¥ in. to 4 in. and in lengths of 
up to 48 ft. The continuous weld 
process is said to produce higher 
quality pipe than is possible by 
conventional butt-weld processes. 


Arbitration Answer 


The arbitrators reached a 
decision quickly in “The Case 
of the Mildewed Chocolates” 
(page 19). There was nothing 
to examine in the warehouse, 
for none of the boxes of choc- 
olates was left. But complete 
records of the lot numbers 
had been kept in each loca- 
tion, and the candy manufac- 
turer was able to show how 
the moldy chocolates had been 
disposed of. 

On examining this evidence, 
the arbitrators noticed that the 
worst spoilage occurred in the 
boxes that had been placed di- 
rectly against the boiler wall. 
This helped disprove the 
theory that unloading the re- 
frigerator cars in the heat of 
the afternoon was the cause of 
the difficulty. Furthermore, 
the arbitrators agreed that the 
candy manufacturer had done 
the prudent thing in refusing 
to permit the “seconds” to be 
dumped on the market. 

The warehouse company 
was directed to pay the full 
amount of the candy manu- 
facturer’s bill. 


The American Arbitration 
Assn. is a private, nonprofit- 
organization that helps busi- 
nessmen, management, and la- 
bor find peaceful, fair-minded 
solutions to their quarrels. 
Many contracts between buy- 
ers and vendors contain a 
“future dispute arbitration 
clause,” directing that any 
controversy or claim be settled 
in accordance with AAA 
rules. 

Services of the Association 
in adjudicating disputes are 
available in key business and 
industrial centers across the 
country. For further informa- 
tion, contact the AAA at its 
main headquarters, 477 Madi- 
son Ave., New York 22, N.Y. 


an Italian state owned holding 


company (40%), and the Italian 
Edison Co. (20%). 


Of course you pay more for a “spe- 
cial” than a “standard” item—and 
that includes fasteners. So, when 
surveying a company’s usage of fas- 
teners, the RB&W Man looks sharply 
for the ‘“‘specials’’—and a valid 
reason for their use. 

He could find no good purpose for 
the extensive use of screws with 
heavy head and milled body in 
one particular product. There was 
neither a specification requiring 
close fit in very close tolerance holes 

. . nor were there exceptionally 
“sloppy” holes that called for an 
oversize head to span. 
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He therefore recommended as- 
sembly with standard RB&W High 
Strength Hex Screws. They would 
meet any physical requirement for 
the “special” being used... but cost 
30¢ less per unit. Yearly total: $4500 
more for profits instead of costs. 

Are you sure you're not need- 
lessly wasting dollars on fastener 
specifications? Let the RB&W fas- 
tener expert survey them. He’s 
made proper fastener usage a 
science, is ready to cooperate with 
your engineers. Contact Russell, 
Burdsall & Ward Bolt and Nut Com- 
pany, Port Chester, N. Y. 
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RBaW fastener survey uncovers use of 
special item which is replaceable 
by standard hex screw at much less cost 


116th year W/™ 


Piants at: Port Chester, N. Y.; Coraopolis, Po.; Rock 
Folls, Ill.; Les Angeles, Calif. Additional sales offices 
ot: Ardmore (Philo.), Po.; Pittsburgh; Detroit; Chi- 
cago; Dallas; Son Francisco. Sales agents at: Cleve- 
tond, Milwaukee; New Orleans; Denver, Fargo. 
Distributors from coast to coast. 
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P/W School for Strategists 


HE Operations Research Depart- 
ment of P/W’s SCHOOL FOR 


STRATEGISTS presents another pair of 
brain-teasers designed to help you 
sharpen your business decision-making 
ability and have fun at the same time. 

These games, prepared by Martin L. 
Leibowitz, can be solved by this simple 
step-by-step procedure, which you'll also 
find profitable for many of your day-to- 
day problems. 

(1) Decide what you are trying to do 
(elementary, but sometimes the goal gets 
lost in the maze of complicating factors). 

(2) Amass all the available data on the 
problem. 

(3) Arrange your data in an orderly 
fashion. 

(4) Determine how many variables in 
the situation work on each other. 

(5) List alternate courses of action. 

(6) Formulate a mathematical sequence 
of your problem (not so tough as it 
sounds). 


Sample Problem 


You’re the Purchasing Agent for the 
Sputter Missile Co. You’re seeking bids 
on a certain type of material, and you 
know that the more bids you receive, 
the better price you'll get from vendors 
competing hotly for your order. But at 
the same time, it costs about $200 to 
process each bid. Therefore, the more 
bids, the higher will be the processing 
cost. 

So your problem is this: How many 
bids should you seek to effect your 
greatest saving? 


Now here’s how the step-by-step pro- 
cedure would work in solving this prob- 
lem: 

(1) What are you trying to do? You're 
trying to decide how many bids you 
should ask for in order to effect the great- 
est possible saving. 

(2) What data do you have? You 
know that it costs you $200 to process 
each bid. You know, too, that if you invite 


Remember your Erector set? 


EQUIPTO’S ee» 


man size 


® 


SLOTTED AN 


Think for a moment. Think of all 
the different things you could make 
with an Erector set. Then think of 
Equipto’s Slotted Angle —a man’s 
size piece of steel utilizing nuts, 


bolts, slots and holes. It’s a versatile piece of metal 
that lets you build anything—carts, benches, stairs, 
racks, scaffolds and many other useful time-saving 


structures. 


The sheer simplicity of Equipto Angle makes the 
job of assembly highly economical in terms of 
manpower—just cut and bolt together. No waste— 
even small pieces can be used for joints, splices or 
braces. Temporary structures may be disassembled 
and material re-used. Hot dipped galvanized for 
maximum rust prevention —not merely electro- 


plated but hot dip galvanized. 


Equipto Angle is the standard of the industry. 
1 Available in either 12 or 14 gauge. 2 Comes in 
convenient lengths packed 10 angles to a bundle 
with hardware. 3 Two sizes, 114" x 214” 
x 3”. 4 Bolts are standard and interchange with 
other materials. Why not find out more about this 
versatile framing material. Write today for your 
free copy of Equipto Idea Book No. 307. 


and 14” 
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only one bid, you'll be at the vendor’s 
mercy—he’ll set the price. But if compe- 
tition rears its head, you'll get a better 
price. So by amassing all the price data 
you can get, you come up with these 
estimates of savings: $500 if two vendors 
bid; $850 if three bid: $1,100 if four bid; 
$1,200 if five bid, $1,300 if six bid. 

(3) Arrange this data in an orderly 
fashion. 

Bids Solicited 


Savings 
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(4) Now what are the variables? They 
are: the number of bids, the amount of the 
savings, and the cost of processing. How 
do they work on each other? As the num- 
ber of bids increases, so does the amount 
of money saved—and so does the cost of 
processing the bids. 

(5) What are your alternate courses of 
action? In this case, they are the number 
of bids you can ask. 

(6) Now, formulate your mathematical 
sequence, You've already done part of 
this in Step 3; what you have to do now 
is add two more columns—one listing the 
cost per bid and the other giving the net 
savings, i.e., Column 3 subtracted from 
Column 2. Like this: 


Savings 

Number on Net 
of bids Purchase Cost of Saving 
Asked Price Processing to Firm 

1 0 $200 —$200 

2 $500 $400 $100 

3 $850 $600 $250 
4 $1,100 $800 $300* 

5 $1,200 $1,000 $200 

6 $1,300 $1,200 $100 


And there’s your answer (starred). You 
should solicit four bids because that’s your 
point of greatest net savings, $300 ($1,100 
savings on material less than $800 cost 
of processing). If you solicit fewer or 
more bids, the cost of processing them 
will eat up more of the material savings 
and give you a smaller net. 

Now, try the two problems alongside 
on your own. 


Motor Carriers to Stress 
Variations in Port Tariffs 


Philadelphia—Motor carriers are plan- 
ning to make inland shippers “vividly 
aware” of the differences in cargo han- 
dling and terminal charges at Atlantic 
ports. 

A port-by-port set of tariffs will be 
used by the Eastern Central Motor Car- 
riers Assn. the group told the North At- 
lantic Ports Assn. 

The move comes in the wake of the 
truckers’ failure to get ICC approval for 
a plan which would set a uniform figure 
for loading, unloading, wharfage, and 
extra heavy lifts, for all ports. The new 
plan would make the average charges at 


various terminals within a port the pre-. 


published uniform charge for 
shipped from that port. 

The plan was outlined by Peter Bad- 
arak, chairman of the import-export com- 
mittee of the Eastern Central Motor 
Carriers Assn. and traffic manager of 
Karmer Bros., Detroit freight line. 

The advantage to shippers, he said, is 
that it would give them prior knowledge 
of what marine terminal charge they 
must pay on export cargo sent by truck 
to a given port. At present, he pointed 
out, shippers are billed for these charges 
later and must await receipt of invoice 
to learn what the charges are. 

North Atlantic Ports Assn. members 
indicated that the group will have a diffi- 
cult time getting any port to accept a 
tariff plan showing its own costs as less 
favorable than those of a competing port. 
But the project was expected to have far- 
reaching effects, since the Eastern Cen- 
tral truckers group sets the rate pattern 
which is followed by hundreds of truck 
lines hauling cargo to the Atlantic ports 
from points east of the Rockies. 


cargo 


Homework 


1. Price vs. Quality 


Tom Brandywine was a_ purchasing 
agent for the V. S. O. P. Co., a major 
manufacturer of Semi-Stipulators. Be- 
cause of competitive conditions, V. S. 
O. P. gave a four-year service guarantee 
on all Semi-Stipulators. 

Core of the V. S. O. P. product was a 
12.56 mm Caveat which was purchased 
from a sole source, Emptor, Inc. Tom 
had been paying $435 apiece for the 
Caveats. 

This was a good price, but the Service 
Dept. had been complaining because the 
Caveats, on the average, broke down twice 
during the four-year life-term of the Semi- 
Stipulators. Once a Caveat failed, it had 
to be replaced free of charge. This meant 
that every failure cost V. S. O. P. the 
price of one Caveat plus a $50 installation 
service charge. 

Recently, Emptor, Inc., announced that 
a new model, the Supercaveat, would be 
added to its line. This new model would 
cost more, $750 apiece, but had the ad- 
vantage of greater reliability—tthe Super- 
caveat would have only one failure in four 
years. 

Tom’s problem was: Should he recom- 
mend that V. S. O. P. change over to the 
new Supercaveat, or should it continue 
to use the old model? 

(Answer on page 36) 


ll. Test It Yourself? 


George Mulvaney had been buying No. 
42 Rhode Island Red Eggsealers for years 
from Rhode Island Eggseal Mfg. Co., the 
only maker of the particular model used 
in his company’s production process. 

The vendor’s price was quite reason- 
able, $5.20 per item, but the quality was 
spotty. Over the years, an average of 
20% of each lot had to be discarded at 
the assembly line. Under the terms of the 
present agreement, George’s company 
had to pay for the bad Eggsealers as well 
as the good. 

However, a new procedure had been 
developed recently for testing the Egg- 
sealers. The procedure was expensive, 
30¢ per item, but had been proven to 
weed out all defectives. In discussions 
with the vendor, George discovered that 
the Rhode Island Red company would 
accept the test, and was willing to alter 
the terms of the contract and take back 
the defectives. 

However, the vendors said they would 
allow return of the defectives only if the 
purchaser would pay $5.75 for each ac- 
cepted Eggsealer and also for the cost of 
the tests. 

George was given the responsibility to 
make the decision. His problem: Should 
he install the testing procedure and agree 
to the price boost, or should he continue 
under the old arrangements? 

(Answer on page 36) 


U. S. Steel Plans Expansion 


Chicago—U.S. Steel Corp. is boosting 
its capacity to produce galvanized and 
aluminum coated steel sheet. 

The giant steel maker will add a third 
galvanized steel sheet production line at 
its Gary (Ind.) sheet and tin mill. 

The new facility will produce galvan- 
ized and aluminum coated steel in widths 
up to 60 in. and in thicknesses ranging 
from 14 to 28 gage, in coils and cut 
lengths. 

Construction of the line is expected to 
get under way in the near future and is 
scheduled for operation about mid-1962. 

Galvanized steel is widely used for its 
corrosion resistant properties in air con- 
ditioning equipment, ductwork, and high- 
way construction. U.S. Steel reports in- 
creasing use of galvanized sheet for auto- 
motive use where corrosion of car frame 
and body parts has been a problem. 
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Meetings You May Want to Attend 


First Listing 


National Railway Appliance Association— 
McCormick Place Convention Hall, Chicago, 
March 6-9, 1961. 


National Packaging Exhibit — McCormick 
Place Convention Hall, Chicago, April 10-13, 
1961. 


Previously Listed 
NOVEMBER 


Electrical & Home Appliance Show— Electrical 
Building, Balboa Park, San Diego, Calif., 
Nov. 25-30. 


24th National Exposition of Power & Me- 
chanical Engineering—Coliseum, New: York, 
Nov. 28-Dec. 2. 


“This chart survey 
Saved us work, 
time and money!” 


“T used to order recording charts 
as frequently as we needed them. 
But not now. This simple survey 
helped me place a single long- 
term order for GC charts with 
automatic deliveries spaced to our 
requirements.” 


You, too, can stop fussing with lots 
of little orders, for lots of different 
recording charts, from lots of differ- 
ent suppliers. Send for a GC Chart 
Survey Form. Merely list chart 
numbers and the quantity you use. 

your completed Survey to 
GC and they will send you free 
chart samples for your engineers 
to check and a firm price for filling 
all your chart requirements. If it 
looks good you can then place one 
order covering several months or 
even a full year. GC will make auto- 
matic deliveries to meet your needs. 


In addition to saving time and 
clerical work, GC charts cost less 
because they are produced in such 
large quantities so efficiently. And 
their quality is guaranteed by GC, 
the world’s est recording chart 
specialists. 

Start saving—and get quality and 
service. Write today for your chart 


survey forms. 
RECORDING 


= CHARTS 


DISTRIBUTED BY: 
TECHNICAL SALES 
CORPORATION 
189 Van Rensselaer St., Buffalo 10, N. Y. 
A SUBSIDIARY OF: 
GRAPHIC CONTROLS CORPORATION 
Buffalo 10, New York 


November 28, 1960 


DECEMBER 


Fleet Maintenance Exposition—Private Truck 
Council of America, Inc., Coliseum, New York, 
Dec. 5-8. 


Atomfair West—I|st West Coast Nuclear In- 
dustrial Exposition, Mark Hopkins & Fair- 
mount Hotels, San Francisco, Dec. 12-15. 


Industrial Building Exposition & Congress— 
The Coliseum, New York, Dec. 12-15. 


1961 
JANUARY 


Northwest Petroleum Association—Annual 
Convention & Trade Show, Nicollet Hotel, 
Minneapolis, Jan. 18-19, 1961. 


Plant Maintenance & Engineering Show— 


G3 SIZES 


READY TO SHIP 


TYPES 304 and 316 
O0.D. 1.D. 0.D. 1.D. 0.D. 1.D. 
2%x 2 4:22 4% x 3% 
2% x 2 x 2% x 3% 
x 2% x 2% x 4 
3 x2 x 2% 4% °x 2% 
x 2% x 2% 
x 2% x 3% x 2% 
3%x2 x 3% x 3 
x 2% 4% x 2 x 3% 
x 2% x 2% x 3% 
x 2% x 2% x 3% 
3%x2 x 2% x 4 
x 2% x 3 x 4% 
x 2% x 3% 5 x 2% 
x 2% x 3% x 2% 
x 3 x 3% x 3 
3% x 2 442x2 x 3% 
x 2% x 2% x 3% 
x 2% x 2% x 3% 
x 2% x 2% x 4 
x 3 x 3 x 4% 
x 3% x 3% x 4% 


“Vollrath. 


FOUNDRY DIVISION 
Dept. PW Sheboygan, Wis. 


International Amphitheatre, Chicago, Jan. 


23-26, 1961. 


44th Annual Conference of California State, 
County, and Municipal Purchasing Agents 
Association—Villa Hotel, San Mateo, Calif., 
Jan. 25-27. 


National Association of Newspaper Purchas- 
ing Executives—Robert E. Lee Hotel, Winston- 
Salem, N. C., Jan. 26-28, 1961. 


FEBRUARY 


Chemical Buyers Group of NAPA—Mid- 
Winter Conference, Hotel Commodore, New 
York, Feb. 1-2. 


15th International Heating & Air-Condition- 
ing Exposition — International Amphitheatre, 
Chicago, Feb. 13-16. 


Purchasing Techniques Workshop—Wisconsin 
Center Building, Madison, Wis., Feb. 21-23. 


MARCH 


Office Buyers Group, NAPA, Drake University, 
Des Moines, lowa, March 8 and 9, 


Institute of Radio Engineers — International 
Convention and Show. Waldorf-Astoria Hotel 
and New York Coliseum, New York City, 
March 20-23. 


12th Annual Metal Congress—Pan-Pacific 
Auditorium, Los Angeles, March 20-24. 


APRIL 


American Society of Lubrication Engineers— 
Annual Meeting and Exhibit—Bellevue-Strat- 
ford Hotel, Philadelphia, April 11-13, 1961. 


Business Equipment Exposition—Office Equip- 
ment Manufacturers Institute—New York 
Coliseum, New York City, April 17-21, 1961. 


National Tank Truck Carriers—Annual Meet- 
ing and Trade Show, Netherland-Hilton Hotel, 
Cincinnati, April 30-May 2. 


Liquefied Petroleum Gas Association—Annual 
Meeting and Trade Show — Conrad Hilton 
Hotel, Chicago, April 30-May 3, 1961. 
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how to decorate a home 


with wire 


There are many delightful, yet simple ways to brighten a 
home with wire. For example, imagination, a curtain and an 
inexpensive spring sash rod can do wonders for a room. 

Such a rod is a product of Keystone Spring Wire and is 
made at Freeport, Illinois, where The Newell Companies have 
their Western Newell Mfg. Co. plant. The spring sash rod is 
produced with maximum uniformity on high-speed automatic 
coiling machines; it is given a luster finish for merchandising 
eye appeal and ready customer acceptance. The rod sells by 
the millions — at 5 & 10¢ stores everywhere. 

Perhaps your product for home or industry can be made 
better with wire. Our suggestion: See your Keystone Wire 
Representative and Wire Specialist; they are well qualified to 
evaluate your wire needs and help you design a better product 
with Keystone Wire. Or, write and tell us how we can serve you. 


Keystone Steel & Wire Company, Peoria, Illinois 


KEYS TON E 


Cold heading and forming wire for industrial uses 


voniesih Ctdiiedale ts Nip ons omitted a New London, Ct. May 4th, 1868 
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Phe Reka Lhecmy oe Lee ~ ae e e 
ee y peed me 9 see the end of it. Please write us 
ete RE eae er aes oP ge on receipt if this will be acceptable 
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THE OLD, OLD STORY: Hand-written letter (left) from machine company in New London, 
Conn., to Boston manufacturer shows buyers and suppliers were having differences over 
prices and discounting nearly a century ago. Translation of the original is at right. 


For You, Mr. Purchasing Agent 


These Are The Fairhanks Products That 
You Will Be Hearing About From Your 
Fairbanks Distributors—This Month! 


Fairbanks Patented Renewable 
Seat Ring Bronze Gate Valves 


Now, without ever removing the 
valve body from the line, you re- 
place the seat rings in a gate 
valve. In just 7 to 10 minutes you 
have the equal of a new gate 
valve back in service. Just think 
of the savings in time and effort 
you get. This valve is typical of 
the values to be found in the full 
line of Fairbanks Bronze and 
Iron Body Valves. 


Fig. 1236 — 200* S.W.P. — R.S. Gate Valve 
Also available Fig. 1232 N.R.S. Gate Vaive 
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Fairbanks Two-Wheel and 
Platform Hand Trucks 


There’s a Fairbanks Two-Wheel 
and Platform Hand Truck to 
meet every need and give you im- 
portant time and cost savings. 
Important exclusive standard 
Fairbanks sales features include 
steel framed handles on two 
wheel hand trucks and double 
angle iron frames and patented 
LOCKWELD Steel Casters on 
platform trucks. Remember, 
Fairbanks Trucks are backed by 
70 years of dependable service 
to assure longer trouble-free 
operation. 


Fig. 9215-S — General 
Purpose Truck 


Getting the facts on these featured Fairbanks products is important to you. 
Because, like all Fairbanks products, the valve and truck featured provide 
unique benefits, assure dependable trouble-free operation. And, all Fairbanks 
products are immediately available from Fairbanks stock carrying distributors. 


” Fairbanks ow 


VALVES © DART UNIONS © CASTERS © TRUCKS « WHEELS Executive Office: 

393 Lafayette Street, New York 3, N. Y¥. 
520 ATLANTIC AVENUE 2600 S. THROOP STREET 
BOSTON 10, MASS. CHICAGO 8, ILL. 


393 LAFAYETTE STREET 15 STANWIX STREET 
NEW YORK 3, N. Y. PITTSBURGH 22, PA. 


202 DIVISION STREET 
ROME, GA. 


FACTORIES—BINGHAMTON, N. Y. and ROME, GA, 
Sold through leading distributors in all principal cities 


Fort Worth, Tex.—In a reorganization 
of its procurement function, a new man- 
ager of material has been named and 
four separate departments established at 
General Dynamics Corp.’s Convair Div. 
plant here. 

Clyde A. Ford was made manager of 
material succeeding S. E. G. Hillman, 
who was transferred and promoted to 
Convair’s general offices in San Diego. 
Ford had been chief of contracts divi- 
sion in the Air Force plant representa- 
tive’s office at Convair-Astronautics. 

Procurement function at Convair-Fort 
Worth, formerly largely the responsibil- 
ity of the material and subsystems pro- 
curement departments, is now directed 
by four managers heading four depart- 
ments. They are: 

Materials operation—headed by J. H. 
Deitzer, material operations manager, 
who had been assistant manager of the 
material department. 

Procurement—headed by E. E. Hatch- 
ett, procurement manager, formerly in 
the subsystems procurement department. 

Material cost—headed by J. W. 
Bessire, material cost manager, formerly 
an estimating group supervisor in the 
estimating department. 

Subcontract management—headed by 
R. Kahn, subcontract management man- 
ager, former subsystems procurement de- 
partment manager. 


Robert Gale was promoted to purchas- 
ing agent of the Marion Div., Eaton Mfg. 
Co., Marion, Ohio. He succeeds Charles 
D. Barnes, who became divisional sales 
manager last month. Gale had been 
assistant purchasing agent of the Axle 
Div., Cleveland. 


S. J. Pantano has been advanced from 
chief buyer to purchasing agent for Epsco, 
Inc., Cambridge, Mass. He will be respon- 
sible for all procurement needs of the 
company’s Cambridge Divisions. 


ua Se 


ROBERT GALE S. J. PANTANO 


E. F. Saulsberry was elected vice presi- 
dent in charge of purchasing by Ideal 
Cement Co., Denver. He had served as 
general P.A. the last eight years. 


Bernard Solomon resigned as state pur- 
chasing agent for Massachusetts and 
joined the finance and real estate divi- 
sion of Stop and Shop chain of super- 
markets, Boston. 


E. F. SAULSBERRY 


BERNARD SOLOMON 


Ralph A. Clark was named manager, 
purchased finished products, Seabrook 
Farms Co., Seabrook, N. J. Formerly 
manager, home office sales, he will be 
responsible for the purchases of all frozen 
items produced for Seabrook Farms, 
Snow Crop, and other labels by outside 
packers. 


Robert Richard Hammond has been 
appointed specifications technician for 
the City of Atlanta’s purchasing depart- 
ment. 
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| This Changing Purchasing Profession . 


Hardy G. Ross 
vice 
president, purchas- 
ing and traffic divi- 
sion, Western Elec- 
tric Co., Inc., New 
York. He had been 
the 
company’s Indiana- 
polis Works before 
general 

purchasing agent 
Ross succeeds Gus F. 
Raymond who retires at his own request 
under the company’s benefit plan on Nov. 


earlier this year. 


30. 


was elected 


manager of 


becoming 


H. G. ROSS 


if you use 


stainless steel plate 


this new booklet 


on Carlson services 
in stainless steel 
gives you 
worthwhile facts! 


His new Carlson Booklet, “‘Pro- 

ducing Stainless Steels 
Exclusively,” documents a unique, 
specialized service. Fully illustrated, 
it includes detailed sections on 
stainless steel plates, heads, forgings, 
special shapes, and other stainless 
products manufactured by Carlson. 


MAIL THIS COUPON... 
for your personal copy of 
the new Carlson Booklet. 


a ee ee 


G. O. CARLSON, INC. 
144 Marshaliton Road 
THORNDALE, PENNSYLVANIA 


1 would like a copy of the new Carlson Booklet. 


City. State 
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PAPERVEYOR: Overhead paper handling system developed by Chain- 
veyor Corp. carries papers to any sequence of office locations or desks. 
Automatic trip bar deposits them at pre-selected stations along route. 


Chrysler to Distribute Remanufactured Parts 


Detroit—Chrysler Corp. has 
reorganized its service parts divi- 
sion to distribute rebuilt auto 
and truck parts for its own and 
other-make vehicles on a na- 
tion-wide scale. 

The new line of products for 
Chrysler vehicles will be called 
MoPar Remanufactured Parts. 
Items for other make trucks and 
autos will be marketed under the 
name Nubilt. 


Available in December 


Both product lines will be 
available in early December for 


distribution through MoPar Divi- 
sion parts wholesalers and also 
through all Chrysler Corp. deal- 
ers. 

Initially the product line will 
include remanufactured engines, 
transmissions, V-8 cylinder 
heads, carburetors, voltage regu- 
lators, clutch discs and pressure 
plates, generators, starters, arma- 
tures, fuel pumps, oil pumps, 
torque converters, crankshaft 
kits, and connecting rods. 

One of the important features 
of the new program is a 90-day 
or 4,000-mile warranty on all 
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Only Carison produces 
all plate thicknesses 


in all these superior grad 


t & addition to the more usual grades, Carlson regu- 
larly produces stainless steel plate and plate products 
in this wide range of superior analyses in any thickness. 
Many of these grades are included in our mili inventory; 
the others can be rolled to your order. 

These chromium-nickel analyses were developed to 
more closely match the exact requirements of process, 
nuclear, and space equipment. Each has one or more 
of the following advantages : increased corrosion and /or 
heat resistance, good machinability, ease of fabrica- 
tion, and exceptionally high physical properties with low 
temperature heat treatment. By selecting the grade that 
gives you the combination of advantages you want, 
your costs can be reduced and the trouble-free life of 
your equipment extended. 

Write today for details on these superior grades and 
for inventory information on all types of stainless steel 
plates and heads. 


*Trade marks of Armco Stee! Corporation 
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% Stanku Steel 
144 Marshalton Road 
THORNDALE, PENNSYLVANIA 
District Sales Offices in Principal Cities 


Plates « Plate Products + Keads + Rings « Circles « Flanges + Forgings » Bars and Sheets (No. 1 Finish) 
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units. The products will be 
identified with a special seal to 
indicate parts are remanufac- 
tured to the same specifications 
as the original parts. 

Five Remanufacturers 

Five remanufacturers in stra- 
tegic locations throughout the 
country have been selected to do 
the production and assembly 
work on the new product line, 
T. E. Waterfall, MoPar sales 
director, said. 

They are: Engine Rebuilders, 
Inc., Tacoma, Wash.: F. & B. 
Manufacturing Co., Columbus, 
G., Kenco, Inc., Warren, Mich.; 
La Par Manufacturing Co., Inc., 
Amsterdam, N. Y., and Precision 
Automotive Rebuilders Inc., 
Hutchinson, Kan. 


Lockheed Spells Out 
Procurement Policies 


(Continued from page 22) 


samples only through Opera- 
tions (Materiel). 


7. Solicit competitive bids only 
from sources considered 
qualified to furnish the ma- 
terial or perform the services 
required, in the number 
necessary to assure adequate 
technical and price competi- 
tion. In those cases where 
sole source procurement 
must be made for reasons 
such as proprietary rights, 
patents, unique technical 
requirements or technical 
competence on the part of 
the supplier, the action taken 
will be documented fully. 


8.Carry on a continuing pro- 
gram to afford small busi- 
ness concerns an equitable 
opportunity to compete in 
the procurement of require- 
ments which they are 
capable of producing or 
performing, and encourage 
sub-contractors to pursue an 
identical policy. 


9. Cooperate with the U.S. De- 
fense Production Share Pro- 
gram by extending to quali- 
fied Canadian firms an equal 
opportunity to participate in 
LMSD procurement of those 
requirements which are in- 
cluded in the provisions of 
the program. 


10. Require adherence on the 
part of all LMSD employees 
to the highest standards of 
personal integrity and con- 
duct in dealing with sup- 
pliers. 


11.Control inventory levels 
to maintain the minimum 
investment in materials con- 
sistent with operating re- 
quirements. Consolidate re- 
quirements to the maximum 
practical extent for economi- 
cal procurement, coordinat- 
ing with the Corporate 
Central Procurement Agency 
on appropriate requirements. 


12. Receive material or other 
deliverable items into LMSD 
through Operations (Ma- 
teriel). When circumstances 
require, other organizations 
may accept direct delivery of 
requirements, but only upon 
authorization of Operations 


(Materiel). 
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| In the World of Sales... 


Paul H. Johnson, Jr., joined Hamilton 
Mfg. Co., Two Rivers, Wis., as field sales 
manager. He was formerly with Brown 
Morse Co., Muskegon, Mich. 


Fred W. Dischinger has been appointed 
Midwest regional sales manager, Arwood 
Corp., New York City. 


John Karsons was named eastern sales 
district manager, Everpure, Inc., Chicago. 
He was with Holland Columbia Trading 
Co., Ltd., Columbia, Ill. 


Andrew P. Young succeeds Donald A. 
Mitchell as director, International Sales 


and Services, Raytheon Co., Waltham, 
Mass. Young was with International 
Finance Corp. 


A. Lawrence Karp has been promoted 
to sales manager, PRL Electronics, Inc., 
Rahway, N. J. 


Joseph Kucera has been advanced to 
district sales manager, Carolina Territory, 
Amphenol-Eastern Connector Div., Am- 
phenol-Borg Electronics Corp., Greens- 
boro, North Carolina. 


R. Gail Beckstrand has joined Birdsell 
Div., Susquehanna Sciences, Inc., Palo 


The SLING CHAIN that Talks 
... With the WARNING RING! 


CAMPBELL SENTRY SLINGS* 


The WARNING RING which acts as a 
joiner link on Campbell SENTRY 
SLINGS* tells you immediately 
when the sling has been overloaded 
. . « it elongates visibly . . . and 
before the chain itself is damaged. 
Your eye can see the difference! 


New, revolutionary . . . Campbell 
SENTRY SLINGS — fully tested for 
over a year by foundries, steel fab- 
ricators and heavy equipment man- 
ufacturers, offer many important 
advantages. The WARNING RING is 
stronger than the chain itself. Yet it 
changes shape as the sling is over- 
occurs. Repair is quick and easy, 
with a new WARNING RING replaced 
at the factory. Re-tested and re- 
certified Sentry Slings are again 
ready for regular service. 


Here’s How You Benefit From 
New SENTRY SLINGS: 


@ Safety programs are easier to 
maintain — with the WARNING RING'S 
built-in safety that protects men 
and material! 


@ Lower repair costs mean greater 
savings for you—normally only the 
WARNING RING will need repair! 


@ Immediate visual evidence of over- 
load means easier inspection—even 
while sling is in use! 


SENTRY SLINGS, available in all 
types, are made from Cam-Alloy 
steel chain only . . . available at no 
extra cost! All carry the Campbell 
Guarantee and Certificate of Test. 


For complete information contact your Campbell distributor or write direct. 


*Patent Applied For 


CAMPBELL CHAIN Company 


FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. @ WAREHOUSES: Medford, 
Mass.; Atlanta, Ga.; Dallas, Texas; Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 


36 


Alto, Calif., as sales manager. She was 
formerly with Anderson Equipment Co., 
Los Angeles. 


Fred J. Ebeling has been elevated to 
director of sales, Dodge Manufacturing 
Corp., Mishawaka, Ind. 


Wesley E. Wood has been given the 
new post of distributor sales manager for 
the Electronic Tube Div., Allen B. Du- 
Mont Laboratories, divisions of Fair- 
child Camera & Instrument Corp., 
Clifton, N. J. 


Strain Suttor has been promoted to 
national sales manager, Commercial Div., 
Tensor Electric Development Co., Inc., 
Long Island. 


Harold D. Brennand was elevated to 
vice president and general manager in 
charge of sales, California Co., New Or- 
leans. 


Answers To 
Strategy Games 


On Page 32 


Answer to Problem | 
Tom decided that what he had to do 


'| was to minimize the total costs incurred 


by V. S. O. P. in manufacturing and 
servicing the Semi-Stipulators over the 
Caveat’s full life, rather than just get a 


© | lower initial purchase cost. 


There were two sets of cost figures to 


! i work out: One had to do with the regular 
»|model Caveat he had been purchasing, 
}| and the second was based on the Super- 


caveat that would have a failure rate, on 
the average, of once in the four-year life 
of the finished product. This is how he 
arranged his data: 


For the standerd model: 


EE EPPO TOTP CCE PTTT er 

Pius two replacements ($435 @)........ 87 
Plus two service charges ($50 @)...... 100 
Total cost over life of product.......... $1,405 

For the Supercaveat: 

sete installation .. ‘7 a é bdctetsene on 
ow fonie a a only «ya 
Total cost over life of product.......... $1,550 


Thus Tom recommended that V. S. 
O. P. stick with the cheaper, lower-quality 
Caveat it had been using because the total 
cost would still be less over four years. 


Answer to Problem Ii 


George summed up what he was try- 
ing to do: get the lowest actual cost per 
unit, including all testing and reject costs. 

He had a choice of continuing with 
the old contract at $5.20 for each item 
and absorbing the cost of the rejects, or 
yaying a yo price ($5.75 for each) 
lus testing fees but returning the rejects 
without cost. 

He could see that under the old ar- 
rangement, he was paying for eggsealers 
he never got. So, since his rejection rate 
vas 20%, he figured that for every lot of 
100 eggsealers he bought at $5.20 each 
(or a total of $520), he was getting only 
80. Thus, his actual purchase price for 
zach good one really was: 

$520 + 80 = $6.50 

However, if he tested each lot at $30 
ner 100 but then could discard the 20 
which were not usable and pay only for 
the 80 good ones, his cost would be: 

$30 + $5.75 x 80 = $490 

Therefore, his actual cost for each 
usable eggsealer really would be: 

$490 = 80 = $6.12% 

This, he could see, would be 37%¢ 
less than under the old arrangement, 
even though the quoted price was higher 
and his firm had to pay the cost of the 
testing. 

So George installed the test and agreed 
to the price boost. 
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Sydney W. Natkin has been made vice 
president and manager of sales, National 
Radio Co., Malden, Mass. 


Paul Erik Dillberg was named sales 
manager, Skinner-Horton-Chuck Div., 
Skinner Precision Industries, Inc., New 
Britain, Conn. He succeeds Kenneth H. 
Walther. 


Michael R. Corboy has been appointed 
field sales manager, Texas Instrument 
Semiconductor-Components Div., Texas 
Instruments, Inc., Dallas. 


William W. Riddell and Ralph G. 
Wright were named sales managers, Bat- 
tery Co., Div. of Servel, Inc., Freeport, 
Ill. Riddell will be responsible for the ad- 
ministrative and marketing phases and 
Wright will handle field sales operations. 


John A. Lovett was elevated to sales 
manager, U. S, Engineering Co., division 
of Litton Industries, Van Nuys, Calif. 


Harold W. Mears has been made 
northeastern states regional sales man- 
ager of Welding Products Div., Metal & 
Thermit Corp., Rahway, N. J. 


for 

Tough 
Applications 
Standardize 100% on 

SOUTHERN 


fasteners 


For every tough assignment 
in holding power, there is no 
substitute for threaded fas- 
teners made with knowledge 
and experience gained 
through nearly 15 years of 
specialization in fasteners 
exclusively. This know-how 
can go to work for you on 
tough or conventional jobs, 
when you specify Southern 
Screws. That's why many 
industries have standardized 
100% on Southern. Get in 
touch today with your local 
Southern Screw distributor, 
or write direct to Southern 
Screw Company, P. O. Box 
1360, Statesville, North 
Carolina. 


Manufacturing and Main Stock 
in Statesville, North Carolina 


WAREHOUSES: 
New York * Chicago * Dallas * Los Angeles 


Machine Screws & Nuts + Tapping 
Screws * Stove Bolts ~- Drive 
Screws * Carriage Bolts + Contin- 
vous Threaded Studs* Wood Screws 


Hanger Bolts - Dowel Screws 


- > 
3 


Sout 


scREW COMPANY 
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Help Will Be Asked as Tax Time Approaches 


(Continued from page 1) 
ment. By judicious timing of 
ourchase and delivery, and stor- 
ive points, you can cut this tax 
bill. 


2. Sales taxes hit most of your 
purchases if you are in one of the 
38 states or many cities that have 
them. Under some circumstances 
you pay them even if your office 
or plant isn’t in that jurisdiction 


3. Duties and tariffs hit the 
foreign buyer. The rules are 
tricky and the amount you pay 
the federal government depends 
on the commodity, packaging, 
storage plan and final use. 


4. Federal and state corporate 
income taxes involve the P.A. 
through the effect of inventory on 
the company’s profit and loss 
statement. And inventory valua- 
tion methods—“LIFO,” “FIFO,” 
cost or market—help form the 
company profit image in the eyes 
of stockholders, Wall Street in- 
vestors and moneylenders. 


1 Rules and Méthods 


Property tax rules and methods 
vary so greatly between individ- 
ual states and towns that it’s im- 
possible to cover all the cases that 
will crop up for the P.A. How- 
ever, it’s generally the practice 
to figure the tax on raw material, 
material in process, and finished 
goods inventory on an ad valorem 
basis. This means the tax is 
measured by the value of the 
property, as estimated by a tax 
assessor. 

Property tax laws either specify 
that all property (inventory) is 
taxable unless there is a specific 
exclusion (such as medical sup- 
plies or other stipulated goods), 
or they pinpoint the class of in- 
ventory taxable—such as all raw 
materials. 

Valuation of inventory is the 
crucial factor. Some states and 
municipalities tax manufacturers 
on the average inventory on hand 
during the preceding year or a 
portion of the year. Other states 
tax them on the inventory on 
hand at the specific time at which 
other assessments are made— 
say for building or production 
machinery. 

This valuation process may be 
a searching one, or it can be a 
cursory glance by the assessor. 
The proof you need of inventory 
value may be only your firm’s 
balance sheet totals. On the other 
hand, some local governments 
make careful checks of records 
and purchases. Inquire about 
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local practice to be on the safe 
side. 

States may not tax personal 
property located in another state. 
So it may pay you to store your 
inventory in a state or town 
which doesn’t have an inventory 
tax, or has a lower tax rate. The 
possible tax savings should be 
weighed against the inconven- 
ience of not having the material 
right at hand, and possible extra 
storage and transportation 
charges. 

States or municipalities can’t 
tax materials imported from 
foreign countries if they are 
stored in original packages (or 
unchanged form) while awaiting 
sale or further manufacturing op- 
erations. This constitutional 
immunity is called the “original 
package” doctrine, for once the 
wrapping is broken, the materials 
are no longer distinguishable as 
imports, and the contents can 
then be taxed. 


ll Sales and Use Taxes 


A sales tax is a levy imposed 
on the buyer of a product or 
service by a state or municipality. 
Two thirds of the states and the 
District of Columbia, plus some 
cities, collect sales taxes. Ken- 
tucky was the latest to add one, 
on Sept. 1, 1960. The rates range 
from %% in Indiana to 4% in 
Pennsylvania. 

Though the state imposes the 
tax, it is actually collected for 
the state by the seller, your 
vendor. Collecting the tax from 
the buyer is usually not practical, 
unless the amount involved is 
large eniough to make it worth- 
while for the state to track down 
the sale. Some states do just 
that. California, for example, 
maintains a special tax office in 
Chicago to check up on Cali- 
fornia firms buying in Illinois. 

The use tax is another way of 
applying a sales tax. These levies 
are designed to tax sales that 
ordinarily would escape a sales 
tax—for example, purchases 
made in another state. A state 
can’t constitutionally tax sales in 
interstate commerce, but it can 
tax the use of material purchased 
out of its jurisdiction. This pro- 
tects the state from loss of 
revenue, and it also protects sup- 
pliers from tax-free competition 
from vendors in other states. All 
states having sales taxes also have 
use taxes, except Indiana. 

The P. A. should check up on 
his state tax regulations. (See 


P.W., June 20, ’60, p. 14-15.) 
States measure the amount to be 
taxed in different ways, and with 


Amount 
of 
Item & Company Change 
INCREASES 
Open cutouts, conventional & loadbreak, 7.8 KY, 
i On < .',umgha dean cee Ven’ «skewer kes oaks 3% & 5.2% 
REDUCTIONS 
Aluminum alloy ingots, 214, Ib. ............-.--00000- 025 
EE EME eas a daly 6 cOE yeah ceee eee ehe een 025 
OS Ke icaus can de¥e ks coetivbiad na¥eaua 013 
Polyvinyl chloride resins, Ib. ....... 0... cccceccsecess 02 
Capacitor equipment, switched pole-type, 300- 
I ee, an ok eae od MbiMn eA on de .ae 4.6% 
Open cutouts, conventional & loadbreak, 15 KV, 
SIMI MSU Oe s'ucn'sate.ovin bGGR Ub eee s eUNEpE Or EE TENS © 2.3% & 5% 
Silicon transistors, Hughes Aircraft, per unit.......... $9-$19 
Pulp, ton, bleached and unbleached................... $5-15 


different exemptions. In some 
states, for example, the defini- 
tions of sales and use taxes over- 
lap, and you may end up paying 
double, if you are not careful. 

Since the vendor usually col- 
lects the sales tax, it’s a good idea 
to mark on your purchase orders 
whether the purchase is taxable 
or not. Most states require this, 
but some purchases may be ex- 
empt. It may save you tax money 
if you remind the supplier of the 
status of your order; sales tax 
refunds are difficult to get once 
the state has your money. 


The federal and state income 
taxes paid by your firm depend 
to a large extent on the methods 
you use to evaluate your inven- 
tory, and consequently on the 
amount of goods your firm uses in 
its production operations. 

Your company’s management, 
together with tax lawyers, the 
accounting department, and 
other specialists, generally will 
determine how the company pays 
its taxes and what method of in- 
ventory valuation will be used. 
These decisions, in turn, will 
guide your own inventory valua- 
tion procedures—and also de- 
termine when you will be called 
upon to supervise an item-by- 
item check of your stock. 

Keep this in mind: A company 
normally will try to keep its in- 
ventory valuation and costs high 
in order to pay as little tax on 
profits as necessary. 

Generally these are the meth- 
ods used for inventory valuation: 


Income Taxes 


@ Last-in, first-out (LIFO). 
@ First-in, first-out (FIFO). 


@ Cost or market price, which- 
ever is lower. 


IV Inventory Losses 


If inventory is reduced in value 
by shop wear, storage damage, 
deterioration or obsolescence, 
you may take credit for this as 
an inventory values loss. One 
way to get a valuation for the 
damaged stock is to use an esti- 
mated selling price, less disposi- 
tion costs. 

The burden of proof is on you, 
says the Treasury Department. 
You can’t take an arbitrary mark- 
down in value; you must estab- 
lish that the value is less than 
cost. One way to estimate the 
current value is to use an actual 
selling price for similar goods 
sold within 30 days of your in- 
ventorying. 
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ing new capital investment? 


spokesmen warned repeatedly 
in the face of increased costs. 


its “confusing and contrasting 


But the dramatic fact is that 


operate. 


Purchasing 
Perspective 


(Continued from page 1) 
price-eroding tactics instead of doing some real hard selling? 
© How far will the present situation go towards discourag- 
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© If a business upswing does occur next year, will shortages 
in certain basic products push prices too far the other way? 

®@ How far have lower prices really gone to increase volume 
and encourage new uses for our products? 

. * * 

POINTS OF VIEW—Members of the Manufacturing Chem- 
ists Assn. devoted considerable time and effort at their semi- 
annual conference last week to a discussion of how and why 
they failed to overcome their 1960 pricing headaches. Industry 


against continued price-cutting 


The aluminum industry complained again last week about 


patchwork of prices and trade 


patterns.” Members of the steel industry admittedly are look- 
ing to “big steel” for some price signals. 
* * 

HIDDEN STRENGTH—What some industrial worriers may 
be overlooking is that, despite uncertainties in the short range 
business outlook, U. S. industry even now is demonstrating 
it has the strength and foresight to continue forward planning. 
A major element in the strength of business is that American 
industry is planning to continue to invest heavily in new and 
better producing facilities in spite of the fact that it has an 
excess of capacity to produce its present range of products. 

This new and constructive virtue shows up in results of the 
latest McGraw-Hill survey of business investment plans for 
1961 and 1962 (see PW, Nov. 21, p. 1). 

The McGraw-Hill economics staff points out that if historic 
investment patterns were being followed, manufacturing com- 
panies—with only about 80% of their capacity being utilized— 
would be cutting back new investment programs drastically. 


they plan almost no cutbacks. 


They plan to invest almost as much (only 3% less in 1961 
as they did this year, when they invested 19% more than in 
1959. The reasons for this are clear: 

@ Much of current unused capacity is obsolete and costly to 


@ Increasingly rugged competition has created a strong in- 
ducement to replace antique capacity with widely available 
modern, more efficient equipment. 


(Continued from page 1) 
a variety of subjects, ranging 
from the need for a company pur- 
chasing manual to the advantages 
of open shelf filing. 

Edward P. Irving, purchasing 
agent for the Hartford Fire In- 
surance Co. group, credited sim- 
plification, which he called “the 
heartbeat of proper standards,” 
with making it possible for his 
own company to reduce the num- 
ber of different furniture setups 
from eight to four. This was 
done, he explained, by selecting 
one basic arrangement for execu- 
tive offices (with allowance for 
variations in color and size) and 
limiting the choice of furniture 
at lower levels to the right tool 
for the right job. 

Irving also described savings 
gained by purchasing standard 
furniture for branches, as well as 
the home office, so that it can fit 
into the decor of any location. 

“The wide range of office sup- 
plies such as erasers, clips, and 
pencils, which run into the hun- 
dreds, make it easy to appreciate 
purchasing standards and stock- 
room procedures,” Irving noted. 
“Control not only reduces the un- 
necessary items but gains volume 
price discounts and permits more 
efficient stockroom procedures 
with better inventory.” 

Russell Erickson, purchasing 


agent of State Mutual Life As- 


Office Buyers Discuss Ways to Save 


how the increasing lines of manu- 
facturers of office desk-top ma- 
chines led to the development of 
a company manual, “prepared 
for the savings usually resulting 
from standardization.” 

Standards were built around 
existing machines, he said, be- 
cause the operators were familiar 
with them and the company 
mechanics were trained in the 
servicing of them. 

Typical rules of the State Mu- 
tual manual: 

® Time-saving is the deciding 
factor in the selection of a ma- 
chine, only when a minimum of 
15 minutes is involved. 

@ An electric typewriter may 
be ordered if an operator uses it 
for a minimum of three hours a 
day. A timing mechanism is 
used to establish this. 

Analyzing filing systems, E. P. 
Leddy, assistant to the vice presi- 
dent of the Hartford Steam Boiler 
Inspection and Insurance Co., 
told why his company had 
switched to open shelf filing in 
the home office. Reasons: saving 
in space, economy in cost of 
equipment, and increased speed 
in reference in filing and finding 
papers. 

The pen filing, which can be 
stacked eight and nine shelves 
high to contain the filing of 15 
file cabinets, cuts floor space 
needed from 34 sq. ft. to 14 sq. 


surance Co. of America, told 


ft. 
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Adding Machine Manufacturers Broaden Lines 


(Continued from page 1) 
both the high and low ends. 

Deluxe 10-key model tags now 
range from $249 to $329. For 
the low-cost line Burroughs listed 
these prices: 

@Four 10-key models: $239, 
two at $259, $279 (in addition 
to a $199 model previously on 
the market). 

@One 10-key model 
printing multiplier: $319. 

@One full keyboard model: 
$219. one full keyboard model 
with wide carriage: $272. 

A check of other adding 
machine manufacturers showed 
that Burroughs’ move to widen 
its market will become an in- 
creasingly prevalent practice. 
Here is the way some other com- 
panies are reacting: 

® Remington Rand Div. of 
Sperry-Rand Corp. disclosed it 
has a high-capacity, full keyboard 
machine “specifically aimed at the 
utility, financial, and insurance 
market.” Priced at $400, Rem- 
ington claims the new model (not 
introduced as yet) is “$100 below 
anything comparable in the field 
today.” 

For its assault on low end of 
the market, Remington recently 
acquired a low-price line that 
added six electrics to its 10-key 
and full-key line for a total of 17. 

© Smith-Corona Marchant has 
also been making steady though 
unpublicized assault on the high 
end and extreme low end of the 
market: 

At the high end it cut the price 
of a 10-key deluxe, high capacity 
machine from $342 to $285 
about a month ago. 

At the low end it added an “E” 
series of three smaller machines 
to its line two months ago, with 
a price range of from $125 to 
$160. These machines are manu- 
factured by General Gilbert and 
distributed by Smith-Corona 
Marchant. 

@ Addo-X Inc., Swedish manu- 
facturer and largest importer of 
adding machines to the U.S., has 
no immediate plans to reduce 
prices, pointing out that its prices 
already are competitive with U.S. 
makes throughout the adding 
machine line. 


with 


® Underwood-Olivetti, = which 
manufactures one adding ma- 
chine and three calculators in 
Italy, also sees its price line as 
competitive with comparable 
U.S. models. The prices of its 
four adding and calculating ma- 
chines: 10-key model, $285; 
rinting multiplier, $348; print- 
ing calculator, $675; two-regis- 
ter calculator, $875. It an- 
ticipates no immediate price 
adjustments or new model 
activity. 

®@ National Cash Register Co 
reported no “new or startling” 
countermoves in the current price 


jockeying and 
splurge. 

Adding spark to this activity 
is the fear most domestic manu- 
facturers have of losing markets 
to foreign competition. The big- 
gest threat, they say, comes from 
foreign products which hit the 
American market at a lower cost, 
gain product acceptance, and 
then are priced closer to the tags 
of U.S. makes. As one company 
sales executive put it: “We don’t 
want to create a price that an- 
other foreign make can jump and 
use as his foothold in the U.S. 


new product 


market.” 


(Continued from page 1) 
charges on small shipments. It 
strengthened recommendations 
by the executive committee in 
order to empower the NITL to 
file formal suspension protests 
with the ICC “in key cases.” This 
was added to a resolution for a 
vigorous attack on surcharge pro- 
posals of individual carriers as 
well as conference rate bureaus. 
Sparking the renewed fight 
against small shipment sur- 
charges was the Middle Atlantic 
Conference’s recent success in 
obtaining ICC approval of a 
10% surcharge increase (with a 
$1 maximum per shipment). 
NITL members pointed out how 
this concession had encouraged 
similar moves by other rate-mak- 
ing bureaus. 

@Demurrage charges. The 
League put railroads on notice 
that it will fight a proposed in- 
crease in penalty rates on cars 
held after expiration of free time. 
This comes on the heels of the 
Assn. of American Railroads 
committee approval of an amend- 
ment to existing tariff rules, 
which would hike these penalties 
from the present $4 to $6 for 
each of the first four days and 
from $8 to $12 for each suc- 
ceeding day. 

It also will oppose a plan to 
establish more stringent credit 


allowances in relation to average 


West Coast Eyes Shipping Headache 


San Francisco — West Coast 
shippers and truckers are bracing 
for two new labor headaches: 
the prospect of direct negotiation 
with Teamster Boss James Hoffa, 
and increased union pressure on 
the “hot cargo” issue. 

Hoffa has taken over as chair- 
man of the Teamster union’s 
Western negotiating committee, 
which will bargain next spring 
with truckers in 13 Western 
states. 

This follows the recent Team- 
ster strategy in which Hoffa has 
personally bargained in the New 
York-New Jersey areas and the 
Central and Southern states. Aim 
of the new strategy is to achieve 
a uniform expiration data on all 
trucking contracts, opening the 
way to strikes against the entire 
industry. 

The drive started more than 
two years ago, but has been ac- 
celerated by passage of the 
Landrum-Griffin Act, which in- 
cludes a secondary boycott ban. 
The Teamsters feel especially 


vulnerable to this curb, because 
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under the law long-haul trick 
drivers covered by a contract can 
be moved into a struck region, 
and cannot be stopped from 
crossing a picket line. 

Current three-year West Coast 
trucking contracts expire June 
30, 1961. Teamsters will seek to 
succeed it with a one-year pact, 
or at best 14 months, in order to 
put the West in step with the 
emerging national pattern. Ex- 
piration date of the New York- 
New Jersey agreement is Aug. 
31, 1962. 

Additional demands, = an- 
nounced seven months ahead of 
contract expiration but not yet 
formally presented to truckers 
include: 

@ Wage increase of 28¢ per 
hour. 

® Additional dollar contribu- 
tion to health, welfare, and pen- 
sion plans. 

@ Three weeks paid vacation 
after 10 years and four weeks 
after 15 years. 

@ Air conditioned sleeper cabs. 


Traffic Men Draw Up Battle Lines 
To Fight Increasing Freight Rates 


agreements with shippers when 
cars are unloaded or loaded dur- 
ing free time periods. 

The League reaffirmed its op- 
position to demurrage charges 
proposed in the recent ex parte 
223 general rate increase. The 
charges: $7.50 for car detention 
or rental for rail-owned or leased 
cars in plant service, and $10 
per day for detention of covered 
hopper cars. The carriers are ex- 
pected to withdraw these demur- 
rage tariff rules, which will be 
docketed in the usual proposal 
method rather than by tariff pub- 
lication. The League’s special 
committee will meet with the 
railroads for further discussion 
on these detention § charges, 
which the ICC has suspended 
pending investigation. 

@Air cargo minimum rate 
order. The NITL reversed its 
original position supporting the 
Civil Aeronautics Board’s inves- 
tigation of a minimum rate order. 
A hand vote upset a previous 
proposal supporting an _ inves- 
tigation. Shippers were strong in 
their feeling that a set rate level 
would not be to their best in- 
terests. Said one shipper, “set- 
ting a minimum rate will stifle 
the kind of competition that will 
get us the best air cargo rates in 
the long run.” The consensus: 
Now that the carriers have their 
turbo-prop equipment, let’s see 
what rate benefits they offer. 

@Common_ ownership. The 
issue of common ownership 
bumped heads with coordination 
of transport modes. Many ship- 
pers felt coordination should be 
successfully accomplished as a 
first step toward common owner- 
ship. One shipper attacked the 
NITL’s recent approval of the 
pending application by two rail- 
roads to purchase the John I. 
Hay Co. barge line. He ques- 
tioned whether the League should 
back common ownership before 
“we have clear evidence from 
the railroads that they have ex- 
ercised their utmost energies in 
working with other modes of 
transportation.” Other shippers, 
backing this argument, indicated 
they would push for more co- 
ordination in 1961. 

Progress reports were made at 
the two-day meeting on: 

@Simplifying and improving 
the format of tariffs. 

@Streamling industrial traffic 
department activities and record 
making procedures through re- 
duced paper work, trucker-ship- 
per cooperation on combination 
bills of lading and freight bills, 
data processing, and storage in 
transit paperwork. 
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m Added to State Dept. List 


Washington—The State Dept. has added aluminum and alumi- 
num alloys to the list of imported products on which it proposes 
to negotiate lower tariffs in exchange for concessions on U.S. 


exports. 


Aluminum was a “surprise” addition in a list of some 200 
supplemental items added to the 2,500 proposed last summer 
for the forthcoming international tariff bargaining sessions of 


GATT in Geneva. 


Other items on the new list include refined 


bauxite, potassium nitrate, bottles and jars, barium, strontium, 
boron, thorium, raw wool, cashmere wool, silk manufactures, 


and rayon yarn. 


Celanese Plastics Expands 


New York—Celanese Plastics Co. announced it is setting up 
manufacturing facilities at Alta Loma, Calif., for production 
of blow molded polyethylene containers. 


Board Sets New 


Royalty Formula 


New York—A three-man arbitration board has announced 
a new formula for payment or royalties to the International 
Longshoremen’s Assn. for movement of import-export cargoes 


in containers through the Port of New York. 


The formula 


establishes a payment scale ranging from 35¢ to $1/gross ton 


for containerized freight. 


Report Hits AF Truck Buying 


Washington—U. S. Comptroller Genetal Joseph Campbell said 
the Air Force has bought 63 commercial-type trucks last year 
for $365,000, when similar trucks were available for transfer 


from the Army at 25% of the cost of new trucks. 


In a report 


to Congress, Campbell stated that the Air Force decision to buy 
the trucks came despite notice the military trucks were available. 


New Orders Lag 


Washington—Commerce Dept. analysts reported they see no 
immediate pick-up in sight that would reverse a decline in manu- 
facturers’ unfilled orders of machinery and other equipment in 


recent months. 


The Department’s November Survey of Current Business 
said the decline affected a broad range of industrial buying 


including industrial machinery, 


and textiles. 


business equipment, materials 


Rail Equipment Buyers Threaten to Go 
Overseas Unless Prices Are Checked 


New York — Domestic sup- 
pliers of railroad equipment 
heard a threat from some of their 
leading customers that “we'll buy 
foreign” unless the current cost 
spiral is checked. 

The threat came at the annual 
meeting here of the Railway 
Progress Institute, an associa- 
tion of railroad equipment manu- 
facturers, whose roster includes 
such companies as U.S. Steel, 
General Electric, and General 
Motors. 

In a panel session involving 
the purchasing directors of some 
of America’s leading roads, H. V. 
Schiltz, general purchasing agent 
of Chicago, Burlington & Quincy 
Railroads, and Frank J. Stein- 
berger, vice president and general 
purchasing agent of the Atchison, 
Topeka & Santa Fe Railway, 
agreed that “sooner or later we're 
going to have to stop and take a 
look at these (foreign) prices.” 

While the P.A. panelists ad- 
mitted they currently are buying 
American products almost ex- 
clusively, they pointed out that 
many foreign items, of compara- 
ble quality, are now available 
from Overseas suppliers at much 
lower costs. 

“You can get almost any type 
of fabricated product from 
aluminum through zinc—nearly 
33,000 items, in  all—from 
foreign suppliers,” Henry F. Mc- 
Carthy, N. Y. Central Railroad's 
purchasing vice president, told 
PURCHASING WERK. “In many of 
these products,” he added, “there 


is a substantial price differential 
at the U.S. port.” 


McCarthy said the Japanese 
and English are currently leading 
the foreign suppliers in produc- 
tion of rolling stock. He said the 
Central had, at one time, bought 
British wheels at a saving of 
$4.57 each, but was not doing so 
currently. 

The threat to buy foreign, ap- 
parently, had immediate effect 
on RPI members, who later 
passed a resolution setting up a 
committee on international trade 
to study the effects of interna- 
tional trade on the railroad 
industry. 

“We had been asked by the 
Dept. of Commerce to investigate 
the possibilities of increasing our 
exports of rolling stock, RPI 
President Holcombe Parkes said. 
“Now the study will serve the 
double purpose of examining the 
possible threat of imports,” he 
pointed out. 

Other P. A.’s who participated 
in the panel discussion included 
H. P. Millar, purchasing vice 
president for Canadian Pacific; 
H. B. Nordstrom, director of 
purchases, Great Northern; and 
W. H. Rose, general purchasing 
agent, Seaboard Air Line Rail- 
road. 

Railroad Progress _Institute’s 
membership includes manufac- 
turers from all phases of Ameri- 
can industry that produce any 
item used by the railroads. It 
is an outgrowth of the 53-year- 
old Railway Business  Assn., 
which was reactivated and re- 
organized in 1955 to conduct 
economic studies for its member- 
ship. 
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Prices on Raw Jute and Burlap Take 
First Down-Turn Since Last Spring 


New York—Prices of burlap 
—and the raw jute used to make 
it—took their first downward 
turn in seven months last week 

Both materials dipped frac- 
tionally, with lighter grade bur- 
lap (7% oz.) off as much as 
10 points to 10.45%/yard and 
heavy grades down five points to 
13.90¢/ yard. 

The declines followed a sum- 
mer and fall of steadily increas- 
ing prices On the heels of a bad 
growing season in India last year. 
The poor 1959 crop, coming as it 


did, after a year of production | 


curtailment by a depressed in- 
dustry in 1958, caused severe 
shortages of jute both here and 
abroad. 


Prices Rose 40% 


The materials drought pushed 
prices up some 40% in less than 
a year, to a point where the In- 
dian government as well as the 
Indian Jute Mills Assn., of Cal- 
cutta, began urging radical meas- 
ures for the industry. 

Earlier this month, when it be- 
came clear that American jute 
buyers, who consume half of In- 
dia’s annual burlap output of 
895-million yards, were begin- 
ning to turn to substitute ma- 
terials in the face of higher prices, 
Jute Mills Assn. Chairman 
D. C. B. Pilkington hurriedly 
flew to this country. 

His mission here (see PW, 
Nov. 14, ’60, p. 25) was to block 
a wholesale swing by American 
buyers to such substitute materi- 
als as multiwall paper bags, cot- 
ton, and synthetic fibers. At that 
time he told U. S. purchasing 
executives that prices were about 


Hughes Aircraft Posts 
Substantial Reductions 


In Transistor Prices 


Newport Beach, Calif.—Sub- 
stantial price reductions are be- 
ing posted on Hughes Aircraft 
Co.’s full transistor line. 

“New mechanized production 
methods effecting manufacturing 
economies have resulted in the 
big savings we are passing on 
to customers,” said Robert B. 
Harlan, Jr., Hughes Semi-Con- 
ductor Div. marketing manager. 

The new price schedules in- 
clude these revisions in Hughes 
high-speed silicon mesa switch- 
ing transistors for quantities of 
1 to 99: 


New Price Former Price 


2N1254 $ 8.45 $26.00 
2N1255 11.58 32.50 
2N1256 14.30 29.25 
2N1257 15.60 39.00 
2N1258 20.48 38.61 
2N1259 33.80 42.45 
Some typical reductions in 


standard TO-5 packaged silicon 
alloy transistors include: 


2N1228 $ 4.55 $23.99 
2N1232 15.60 29.84 
2N1234 24.70 35.10 


High frequency mil-spec mesa 
transistors have been re-priced 
for these types in quantities of | 
to 99: 


2N1196 $11.05 $26.00 
2N1197 12.03 29.25 


Additional information may be 
obtained from the Marketing 
Dept., Semiconductor Div., 
Hughes Aircraft Co., 500 Supe- 
rior Ave., Newport Beach, Calif. 
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to ease on the news that his as- 
sociation, in conjunction with the 
Indian government, would in- 
augurate a new stockpile plan to 
buy surpluses during high pro- 
duction years and sell off the jute 
during seasons of shortage 

In addition, the Indian govern 
ment has since slapped a number 
of restrictive measures on specu- 
lators, which has forced the trad- 
ers to liquidate their positions. 
The result was last week’s fall- 
off. 


Hercules Powder Acquires Nylon Operation 


Wilmington, Del. — Hercules 
Powder Corp. has invaded the 
textile field with the acquisition 
of Industrial Rayon’s nylon plant 
at Covington, Va., for $7.5-mil 
lion 

The chemical firm will convert 
the nylon plant to the production 
of polypropylene fibers, using its 
own resins as basic material. 

The switch to polypropylene 
manufacturing will begin imme- 
diately, Albert E. Forster, presi- 
dent of Hercules said. When 
completed, the plant, which for- 
merly made carpet yarns, will 


have an annual capacity of more 
than 10-million Ib. of polypro- 
pylene stable fiber and continu- 
ous multifilament yarns 

The plant sale to Hercules put 
Industrial Rayon out of the ny- 
lon business and was part of a 
consolidation move to eliminate 


losses, Frederick L. Bissinger, 
president of Industrial Rayon 
said. 


Industrial Rayon will merge 
all of its rayon textile operations 
early next year at Painesville, 
Ohio, where it has other manu- 
facturing facilities. 


The textile producer reported 
that it had a net loss of $2,403,- 
672 on sale of $36,062,140 for 
nine months ending Sept. 30. 
The company previously stated 
that price cuts on rayon tire cord 
to meet competition from nylon 
cord producers were largely re- 
sponsible for the financial trou- 
bles 

Hercules has been one of the 
American pioneers in the manu- 
facture of polypropylene resins, 
having started production § in 
1958. Current capacity is 35- 
million Ib. annually. 


BIG FLEET 
FINDS BIG SAVINGS 


IN 61 LARK PERFORMABILITY 


Here is convincing evidence that the ‘61 Lark 
can save you money. Four of the country’s best- 
known companies (ranging from the food field to 
utilities and state governments) thoroughly field- 
tested the ‘61 Lark in their regular daily fleet 
operations prior to introduction. 


Many different drivers tested each car, averag- 
ing 255 miles apiece at the wheel in their regular 
work—through city traffic, on high-speed turn- 
pikes, in the mountains, even off-road driving. 
Results were certifies| by the United States Test- 


ing Company. 


The New Skybolt Six engine of 112 HP showed 
15.5% to 20.8% higher economy than last year’s 
Six—with a 25% increase of power. Compared to 
known mileage figures of other cars, these test 
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results indicate superior economy for the ’61 
Lark—even with its improved acceleration and 


cruising characteristics! 


Other economies to bear in mind are The Lark’s 
high resale value, and fleet-documented savings of 
14 on maintenance and repairs. All these advan- 
tages, with 22 fleet models to choose from, make 
Studebaker your smartest buy for salesmen—field 
representatives — routemen —municipal or state 
departments — police work —taxi service! 


Other Features of the '61 Lark include new sus- 
pension and steering (30% easier), new bonded 
brakes (up to 100% longer wear), smart low-line 
styling, safety-padded dash...over 50 improve- 
ments, all contributing to’61 Lark Performability, 


You have to drive it to believe it! 


GET THE FULL STORY ON FLEET SAVINGS! 
' Fleet Sales Division, Studebaker-Packard Corporation, South Bend 27, ind. 


(0 Send us informative literature only 


(1 Have a factory representative call me for an appointment 
CD Also send information on Studebaker truck savings 
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J. W. Haslett, Methods and Procedures Manager, Shell Cil Company 


Shell Oil Company’s new automated system 
speeds the processing of paperwork involving 
60,000,000 forms. The system maintains a high 
degree of accuracy, and has improved billing 
service to over 1,000,000 credit card customers. 


The basic unit in the system is the sales ticket— 
a two-part tab card set. At the time of sale, the 
customer’s credit card is used to imprint his 
name and address; the details of the transac- 
tion are entered by hand. Part 2 of the ticket 
goes to the customer. The tab card (Part 1) 
is forwarded to the company’s main office, 
where the handwritten information on the card 
is punched into the card itself. 


The cards are mechanically sorted and filed by 
account, At the end of a billing cycle, they are 


How Shell Oil gets out 50,000 statements a day 


run off on electric accounting machiries which 
automatically print a complete statement and 
punch a return card for the customer. After 
being microfilmed as a permanent record, the 
cards are sent with the statement. 


Automation has virtually eliminated transcrib- 
ing errors. Processing is faster at every stage, 
from the point of sale to the reconciliation of 
receipts. The sales ticket is a specially designed 
Moore form—the Company’s control in print. 


The Moore representative worked closely with 
Shell in developing the forms that make this 
ADP (Automated Data Processing) system 
work. For more details on what Moore can do 
to speed your paperwork, get in touch with the 
nearest Moore office. No obligation, of course. 


MOORE BUSINESS FORMS, INC. 
Niagara Falls, N. Y. - Denton, Texas 
Emeryville, Calif. - Over 300 offices 
and factories throughout the U. S., 
Canada, Mexico, Cuba, Caribbean 
and Central America. 
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Build control with 


MOORE BUSINESS FORMS 


